‘HE EASTERN UNDERWRITER 


(SucckEpIne THE JOURNAL oF INSURANCE ECONOMICS, ESTABLISHED IN 1899} 


A WEEKLY NEWSPAPER COVERING ALL BRANCHES OF INSURANCE. 








Eleventh Year, No. 41 





New York and Boston, Thursday, October 13, 1910. 





WORKING ON REORGANIZATION 


COMMITTEE MAKING PROGRESS. 


Restriction of Agencies and Adoption 
of Brokerage Rule Suggested for 
Allegheny County. 


Pittsburg, Oct. 12.—While the mem- 
bers of the special committee appointed 
sume weeks ago to draft a new agree- 
ment for the Allegheny County Board 
of Fire Underwriters, have been unable 
as yet to reconcile certain differences 
of opinion among themselves as to the 
most effective means of dealing with 
two or three vexatious problems, it is 
felt that distinct “progress” has been 


made in seeking to attain the desired) 


end. : 


Through its chairman, D. F. Colling-| 


wood, the committee has addressed the 
individual members of the Board, ask- 
ing for suggestions and promising to 
give prompt and careful heed to any 
propositions that might be submitted. 
The crux of the present difficulty, and 
which threatened the existence of the 
governing organization, was the per- 
sistent payment of commissions by cer- 


tain membership officers to non-certified . 


brokers. 
It is recognized that if the affairs of 


Allegheny County are ever to attain} 
that degree of regularity and placidity, | 
so conducive to the peace of mind and | 


profit of company executives and loca! 
representatives, a limit must be placed 
upon the number of agents which may 
he appointed in the territory of the As- 
sociation, and a rule adopted and im- 
partially enforced, clearly defining the 
amount of brokerage that may be paid. 
These important features disposed of 
the settlement of the other questions at 
issue would be a comparatively easy 
matter, 
Trouble of Long Standing. 

While the recent acute crisis in the 
life of the Association was caused by 
the threat of President E. E. Cole, of 
the National Union, to withdraw there- 
from unless certain evils complained of 
were remedied, there has been more or 
less trouble in this territory for the 
past three years, incited largely through 
the struggle to hold preferred business 
in competition with non-boarders. 

Early in 1909 the BDastern Union ap- 
pointed a committee of five, of which 
Assistant Manager Hosford, of the 
Royal, was chairman, to endeavor to re- 


organize in conjunction with the local | 


men the constitution and by-laws of our 
Association. A complete draft of both 
was drawn up, printed, but never adopt- 
ed, the Association members reject- 
ing the proposed regulations. Later a 
Committee of the Board visited the 
Metropolis and talked over matters 
With company officials. 


The present effort at reorganization, | 
ft is hoped and expected, will meet a} 


better fate than did the former one. 
Certain it is that the agents generally 
fre anxious to bring about such a fe- 
| sult and are sincerely striving to do so. 
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Organized 1853 


THE HOME 


Insurance #% Company 
New York 


Elbridge G. Snow, President 


MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 
Assets, January Ist, 1910. 
Liabilities (including capital) 
Reserve as a Conflagration surplus 
Net Surplus over all liabilities and reserves... . 


SURPLUS AS REGARDS POLICYHOLDERS, $15,382,836. 


$27,307,672 
14,924,836 
1,200 000 
11,182,836 


insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 


Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








AGENCY 
SECRETARY WANTED 


One whose experience fits him to act as 
Home Office Secretary to the Company’s 
agencies, can secure good position with 
large, well established life insurance 
company. Must have had broad experi- 
ence. Those who have not need not 
apply. Address ‘‘Secretary’’ care of 
The Eastern Underwriter 
105 William St., N. Y. City 











$3.00 a Year; lic. per Copy 


‘CINCINNATI ASS’N BOOMING 


PLANNING “ACTUARIAL NIGHT.” 


Given Interesting Address by E. P. 
Marshall, Vice-President of Union 
Central Life. 


The value of aggressive management 
is exemplified in the progress of the 
Cincinnati Life Underwriters Associa- 
which has been new life 
under the present regime headed by 
W. A. R. Bruehl, president. 

At the meeting held on Tuesday of 
last week at the Business Men’s Club, 
E. P. Marshall, vice-president of the 
Union Central Life, was the principal 
speaker and his address was highly in- 
teresting, instructive and entertaining 
to those present. 

Mr. Marshall, who recently returned 
from a trip abroad, was asked to speak 
of his observations from an insurance 
standpoint. 

America in the Lead. 

From statistics submitted it was 
shown that approximately $33,000,000,- 
000 of life insurance is carried through- 
out the world at the present time, 
American companies leading with the 
enormous sum of $15,000,000,000. 
| Some of the amounts by countries 
are as follows: 
British & Scotch 
American Co.’s.. 
German 
French 


tion given 


Co.'s... $5,000,000,000 
15,000,000,000 
1,500,000,000 
750,000,000 

Russian Co.’g.......... 62,000,000 

Mr. Marshall said that American 
companies are now making substantial 
progress on the Continent, following 
somewhat of a lull at the time and sub- 
sequent to the Armstrong investigation. 

He gave brief but interesting ac- 
counts of conditions in various coun- 
tries as follows: 

I had hoped to meet at 
an old acquaintance—an officer of one 
of the Dutch companies, with an un- 
pronounceable name—but unfortunately 
he was out of the city the day I callea, 
and thus I missed seeing the interior 
workings of a Dutch life office 

In Holland there are many strong 
companies, the oldest being the Hol- 
landsher Society of Amsterdam, estab- 
lished in 1807, with accumulated funds, 
amounting to 21,849,700 florins, or about 
$10,000,000. 

France has 
This thrifty 
in the 


Amsterdam, 


fifteen life companies. 
nation evidently believes 
blessings of life insurancs 
French company being 
Generales of Paris, 
in 1819, now has an‘accumulat 
75,355 francs or $163,000,000 


a large 


mutual 


Germany has 
and companies 
former and 17 of the iatter. 
to be flourishing. 

Best Supervision in Germany. 

The business of insurance is perhaps 
more closely supervised by the Imperial 
Government of Germany’ than by any 
other European country. (See recent 
interesting report of the New York In- 
surance Department on insurance 
supervision in Europe). 

Scandinavian life insurance compan- 
les have evidently a strong hold on the 
confidence of the people of Norway, 
Sweden and Denmark. 
| Little Switzerland has eight com- 
| panies of its own, while Belgium, the 
|'most densely populated country in Eu- 
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rope, has seven (7) companies engaged 
in life insurance. 

Austria has some very strong com- 
panies, the largest in the empire being 
the Generali of Trieste, organized "in 
1834, with an income of about $10,000,- 
000 and invested funds of some $75,- 
000,000. 

The Balkan States have a half dozen 
companies -of respectable size, while 
Russia also, and Italy, have a numper 
of companies which are evidently doing 
a satisfactory business; and even Spain 
has a company which seems to be full 
of promise. 

Japan, the land of the rising sun, also 
has its life insurance companies, and 
well managed too, based upon true 
scientific principles. At the _ Inter- 
national Congress of Actuaries, held in 
New York in 1903, two of these com- 
panies were represented by delegates, 
who took part in the discussions. 

One of the most enterprising of the 
Japanese companies is the Nippon Life 
of Osaka, an up-to-date life insurance 
company, as you will see by looking 
over their last report, which their man- 
ager and actuary, S. Hashimoto, has is- 
sued, printed in English and sent to 
many of his American friends. 

Far-away Australia, in the Australian 
Provident Society, has one of the really 
great companies of the world, for the 
success of this company has really been 
phenomenal. The government of New 
Zealand has, as you doubtless know, its 
own life insurance company, managed 
by and under the direction of a Gov- 
ernment Insurance Commissioner. 

Home of Life Insurance. 

Mr. Marshall spoke of Great Britain 
as the home of life insurance and in- 
cidentally gave a pertinent and inter- 
esting comment on the method of man- 
agement of the old Equitable of 
London. He said: 

Great Britain may justly be called 
the original home of life insurance, and 
it is there that the greatest advances 
have been made in the science. The 
supervision of insurance companies in 
England is in the hands of the Board 
of Trade. The Equitable, founded in 
1762, the oldest company, has been do- 
ing business nearly 150 vears, and there 
are several life companies in England 
which have reached a century—notably 
the Atlas, London Life Association and 
Norwich Union. 

The old Equitable has been many 
times referred to—and justly so—as an 
example of the soundness of the prin- 
ciples upon which modern life insur- 
ance is founded, and its permanence if 
companies are conservatively and eco- 
nomicaliy managed. 

The 148th annual meeting of the old 
Equitable was held while I was in 
London, and a copy of the report, 
which I obtained when I called at the 
offices shows assets amounting to over 
5,000,000 pounds—or $25,000,000. It is 
the boast of this company that they are 
purely mutual, and employ no agents, 
and, therefore, pay no commissions. 
They wrote last year, 320 policies, as- 
suring nearly 400,000 pounds ($2,000,- 
000) and have in force about $41,000,000 
insurance Of course, their expenses 
are very low. This past year the ra- 
tio of expense was only 3.46 per cent. 
of the total income. The president, in 
his report, closes with an appeal, how- 
ever, to the members, to make known 
among their friends the advantages of 
membership in their Society. 

Early Examinations. 

To the agents or policyholders who 
complain as to the trouble now experi- 
enced in connection with examinations, 
it may be interesting to know that 
the applicant in days of old was com- 
pelled to personally appear before the 
board of directors for scrutiny and if 
he “seemed” all right the policy was 
issued Mr. Marshall tells of it as 
follows: 

In the early days of the Equitable 
it is stated as a fact, that when a party 
wished to make application to the 
Company for insurance he was re- 
quired not to go before a medical ex- 
aminer for a physical examination, but 
j before the board 


to appear in person 





of directors, who looked him over, 
asked him certain questions, and if the 
board was satisfied with his appearance 
then his application was accepted. You 
may be interested in this connection 
with the following, which is a copy 
of the original application form filled 
up by Charles Dickens when making 
application for life assurance to the 
Sun Life Assurance Society: 
What Dickens Certified To. 

I, Charles Dickens, born in the Parish 
of Portsea, in the County of Hants, on 
the 7th day of February, 1812, and now 
residing at 48 Doughty street, in the 
County of Middlesex, being desirous of 
assuring, with the Sun Life Assurance 
Society, the sum of 1,000 pounds on my 
own life, Do Hereby Declare that my 
age does not exceed 26 years; that I 
have never had the Cow Pock; that 1 
liave never had the Gout, nor Asthma, 
nor Rupture, nor any Fit or Fits, and 
that I am not afflicted with any Dis- 
order which tends to the shortening of 
life; and this Declaration is to be the 
basis of the Contract between me and 
the said Society! and if any untrue 
averment is contained in this Declara- 
tion in setting forth my age, state of 
health, profession, occupation, or other 
circumstances, then all monies which 
shall have been paid to the said society 
upon account of the assurance made in 
consequence thereof shall be forfeited. 
—Dated this 9th day of February, 1838. 
(Signed) Charles Dickens. 

Mr. Marshall referred to the custom 
abroad of merchants and tradesmen in- 
suring the life of the sovereign to in- 
demnify them for loss of trade or loss 
upon stocks of goods in case of the 
rulers death. He cited the heavy 
amounts paid upon the death of King 
Edward as a case in point. 

Of the great Prudential of London 
Mr. Marshall said: 

This great Industrial Company claims 
to have the largest number of policy- 
holders of any life insurance company 
in the world and nearly $1,400,000,000 
insurance in force. The company was 
founded in 1848 and had an income 
last year of thirteen and one-half mil- 
lion pounds, and has invested funds of 
over 72,000,000 pounds—equal to about 
$360,000,000. 

Willi Hoid “Actuarial Night.” 

It is the intention to hold the next 
meeting of the Cincinnati Association 
while the Actuarial Society of America 
is holding its Fall meeting in Cincin- 
nati, October 27 and 28 and try to 
secure as speakers several of the visit- 
ing actuaries. It will be styled ‘“‘Ac- 
tuarial Night” and it may be depended 
upon that a good time is in store for 
the local fraternity. 


Injecting New Life in Association. 

It is the determination of the officers 
of the Cincinnati association to place 
it where it belongs in the organization 
movement. The officers and executive 
committee are: 

W. A. R. Bruehl, president; S. P. El- 
lis, vice-pres dent; J. W. Kirgan, treas- 
urer; J. W. Mackelfresh, secretary. 
Executive committee: W. A. R. Bruehl, 
S. P. Ellis,-J. W. Kirgan, J. W. Mackel- 
fresh, O. W. Bair, Ralph Holterhoff, 
John L. Shuff, Sam Straus and Frank 
H. Simpson. 





REPORT PREMATURE. 
Provident Life and Trust Not Yet 
Decided About Entering the 
soem. 


Superintendent a: haunbes Moore, of 
the Provident Life and Trust, of Phila- 
delphia, characterizes as “premature” 
the report that the Company intends 
entering the South. While the subject 
has been discussed, Mr. Moore, says, 
No decision in the matter has been 
reached.” He adds: “It is probable 


that early in November I may make| 


a trip South and look the situation 
over.” 





Work upon the $50,000 waterworks 
fystem at Jellico, Tenn., will shortly 
begin. 








We Guarantee to Pay 







investment 


. 
COMPANY 


WE WANT AGENTS TO 


Chronicle Building 
J. S. RICE, President 


CAPITAL AND SURPLUS ONE MILLION DOLLARS 


From $24,000 to $48,000 or more, for an 


with us of from $947 to $18,940 


Least you can pay - - - $947.00 


Least we can pay $24,000.00 


Most you can pay . - $18,940.00 
Most we can pay $48,000.00 
or more 





We offer $100 in Cash Prizes for the best 
original stories illustrating the benefits and 
advantages of the above proposition. Full 


y particulars furnished on request. Address 


. S. CARLTON, Vice-President 


Houston, Texas 
J. T. SCOTT, Treasurer 


“It ls the Largest Company Ever Organized. in 
Texas and the Most Successfal.”—Commercial and 
Financial World, New York, July 16, 1910. 


SELL THIS PROPOSITION 











1894 


1910 


The State Life Insurance Co. 
INDIANAPOLIS 


UNEQUALLED IN SOLID ACHIEVEMENT 


Assets December 31, 1909 r 
Surplus, 1909 . ° 


GROWTH UNPARALLELED 


Gain in Admitted Assets 


EIGHT MILLION DOLLARS 


° ° ° ° $8,580, 830.58 
° 1,174,606. 34 


Gain in Surplus 


die eseresaial $1,001,409.00 $ 27,775.00 
Sbaeceen Ree 1,023, 700,00 15,161.00 
NESE 1,201,977.14 314,044.74 


IN SECURITIES DEPOSITED 


WITH THE STATE OF INDIANA 
This is $848,861 More Than is Required by Law 


MOST ATTRACTIVE 
OUR OWN IDEA 


AGENCY CONTRACTS 


Every Contract Direct With the Company 


Scores of Good Men Have Joined the State Life Field Force Since January 1, 1910 
On All Agency Matters Address 


Cc H AS. F. 


COFFIN, 2d Vice-President 


1231 State Life Building 











The Northwestern 


Mutual Life Insurance Co. 
of Milwaukee 


GEO. C. MARKHAM, President 
A. 8S. HATHAWAY, Secretary 


New Business Paid-For 





1905 - - - $90,334,038 
1906 - - - 93,563,452 
1907 - - - 102,983,634 
1908 - - - 109,685,428 
1909 - - - 118,716,188 


Each year larger than any in the 
previous history of the Company. 








[ 38URANCE 11 MEF it note the signifi- 
new besinene don pP~ at wouter 
d e past five 
IMPORTANT F&cts Felating "to this 
business are shown by the following per- 
centages: 








It is capable of easy demonstration that 
The Northwestern is the best Company to 
insure in. 

See The Northwestern’s new (1910) policy 

contract with its Dividend Options, Paid-up 
and a Options, Options of Settle- 
ment and the Premium Loan features. 

a Partnership and Corporation In- 


For further information or an Agency, 
H. F. NORRIS, 





























0 4 Bost 1858. Superintendent of Agencies. 
OLDEST STRONGEST 
IN AMERICA IN THE WORLD 


THE MUTUAL LIFE 


Insurance Company of New York 


Mutual Life Agents Make Most Money 
Because Mutual Life Policies Sell Most Freely 


For terms to producing agents, address 


GEORGE 


T. DEXTER 


2nd Vice President 


34 Nassau Street 


New York, N. Y. 
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“\ REMARKABLE GROWTH” 








Examiners Greatly Impressed With | 
Conditions of Company—Voice 
Their Conclusions. | 





| 

“A remarkable growth in all respects” | 
is the way in which D. P. Fackler and | 
E. B. Fackler, special examiners for the | 
New Jersey Insurance Department, re- | 
fer to the progress of the Prudential | 
Insurance Company in the three years | 
that elapsed since the previous investi- | 
gation. 

The newly concluded examination 
was to verify the Company’s figures as 
of December 3ist last. That the state- | 
ment was conservatively figured is evi- 
denced by the fact that the examiners 
give the Prudential credit for having 
a million dollars more than was 
claimed, the examination statement 
showing $201,637,482 as against $200,- 
643,372 reported by the management. 

After reviewing every important 
phase of the Company’s activity the re- 
port concludes with these “general re 
marks.” 

Prompt in Settlement of Claims. 

“The Company has been very prompt 
in the payment of policy claims, and 
the investigation of resisted claims— 
those already settled, and those still 
in litigation—showed that the Company 
contested only cases where evidence of 
fraudulent intent on the part of the 
policyholders seemed so clear that such 
action became obligatory. 

“As it was found that a number of 
policyholders had written to the De- 
partment of Banking and Insurance re- 
garding the Company, the correspond- 
ence was examined, in order to discover 
whether any policyholder had reason 
to complain. Many of the letters were 
little more than inquiries; others were 


found to present complaints simply 
through ignorance, and without good 
grounds. In some other cases, while 


there was possibly room for difference 
of opinion, the action of the officers 
seemed a proper exercise of their dis- 
cretion. In one case, however, it ap- 
peared that there was some ground for 
the policyholder’s contention, so the 
matter was discussed with the officers, 
who decided to accept the examiner’s 
view as to what was equitable. 

The Company has suffered latterly 
from overcrowding in its offices, be- 
cause labor strikes seriously delayed 
the completion of the addition to its 
North Building, and many of its clerks 
have had to be placed in various rented 
offices located several blocks away. The 
Company furnished the examiners with 
a suitable room as headquarters, but 
the extremely crowded condition of 
many of the offices was a considerable 
hindrance in cases where several of 
the examination clerks were forced to 
work for many weeks in rooms already 
crowded beyond their normal capacity. 
This condition impeded the examina- 
tion somewhat, but was obviously un-| 
avoidable. 

“Owing to the great increase in the | 
size of the Company it was necessary | 
to employ many more men than at the | 
last examination, and the number of| 
assistant examiners and clerks was in- | 
creased as rapidly as practicable until 
there were thirty persons directly en-| 
gaged in the work at the Company’s| 
Office. Besides these three hundred and | 
thirty-six others rendered service out- 
side of the office in reporting upon) 
property and county records. | 

“It gives pleasure to acknowledge the | 
able and cordial assistance of Henry | 
F. Galpin in matters regarding real | 
estate and mortgages; that of William | 
C. Stainsby and Elliott Hardon, in| 
auditing, and of O. W. Broiby in vari-| 
ous matters. It should also be stated | 
that the officers and employes of the| 
Company made immediate and courte- | 
ous response to all requests, and ap- 
Peared to spare no trouble to facilitate 
the work.” 





OHIO AND 


WANT “DEVELOPERS.” 


WANTED—MANACERS 


FOR STATES OF 


We have the COMPANY, the POLICIES, and the TERRITORY—NOW we 


WANT man in each of the above States who can write PERSONAL BUSI- 
NESS, and possesses ability to appoint and handle agents. 


COMPENSATION— On basis of Salary, Expenses and Commission. 
Address “OHIO AND MICHIGAN” 


Care The Eastern Underwriter 


MICHIGAN 


105 William Street, New York 











LEFT NEW YORK. 





Atmosphere of Empire State Un- 
wholesome for Rhodes Brothers 
Latest Scheme. 





When it became known that the New 
York Insurance Department planned to 
probe the promotion of the Consoli- 
dated Life Insurance Company, the 
famous Rhodes Brothers who were 
pushing the scheme, decided to seek 
pastures new, and Arab like, quietly 
folded their tents and stole away. 

Of the concern in so far as it was 
ah’e to procure data, the New York In- 
snrance Department says: 

The Consolidated Life Securities 
Company being a promoting company 
organized for the purpose of accumulat- 
ing, through the sale of its stock, a 
fund whereby a life insurance company, 
to be known as the Consolidated Life 
Insurance Company (understood to be 
already chartered in the State of Illi- 
nois, though not yet doing business), 
might be formed, and the American 
National Selling Organization, which 
is apparently merely a sales agency for 
the first mentioned corporation—seem 
to have commenced operations in New 
York in October, 1909, and from that 
time to have done a fair business in 
placing stock. When an attempt to 
examine these companies was made, 
however, it was found that the contract 
between the two was cancelled late in 
June. Asked where the books were, 
the answer was, “Gone to Chicago;” 
asked for samples of the literature 
used, “It has already been sent to 
Chicago;” asked where the officers of 
the Consolidated Life Securities Com- 
panv were, “They have gone to the 
same place;” asked who its officers 
were, the reply was, “There are none 
now in the State;” asked what the lo- 
cation of its office was, the answer came 
that it now had none In New York. 

It developed, however, that, prior to 
some day late in June, 1910, one Max 


Sonnenschein, the secretary, and one 
Lichtig, the treasurer of the Consoli- 
dated Life Securities Company, had 
offices with the American National Sell- 
ing Organization at 258 Broadway, New 
York, and had sent out literature and 
circulars therefrom, in an effort to pro- 
mote the sale of the stock of the com- 
pany. Also that, some time previously, 
the Consolidated Life had its principal 
office at Oneida, N. Y., and that, at 
that time ,Chas. E. Renwick was its 
president. Minnie E. Scully—now of 
Scully & Co., a corporation at the same 
address and which corporation has suc- 
ceeded the American National Selling 
Organization as the representative of 
the Consolidated Life—stated to the 
representatives of the department that 
the Consolidated Life Securities Com- 
pany was a one-man concern, organized 
by Rhodes Bros., for the purpose of 
taking over the stockholdings of the 
people who subscribed to the stock of 
the Central Life Securities Company— 
arother holding company that went 
into the hands of an Illinois receiver 
in 1908, after it had promoted the Re- 
public Life Insurance Company, which 
went into the hands of a receiver at 
the same time—that the Chicago office 
of the Selling Organization had at times 
as many as forty salesmen in the field, 
but that not more than five or six were 
at any time connected with the New 
York office; that the stock of the Con- 
solidated Life Securities Company was 
sold, as a rule, at $14 per $10 share, 
though some was sold at from $12 to 
$12.50, and that the agents’ commis- 
sions were from 17% to 20 per cent., 
in addition to a 4 per cent. commission 
paid the Selling Organization and the 
salaries of its officers. It was also 
stated that the stock was sold at times 
on the installment plan, the install- 
ments being represented by notes, on 
which judgment could be taken without 
suit on default. Asked as to the 
amount of sales In New York, the in- 
formation was not forthcoming because 





Address 


** Personal Producer 





ARE YOU THE MAN? 


WANTED:—GENERAL AGENT for old line life in- 
surance company for ‘‘ PITTSBURGH and VICINITY.”’ 

Must be PERSONAL PRODUCER, capable of 
training agents, possess ability to develop territory, and 
whose past record will stand investigation. 

All correspondence confidential. 


care The Eastern Underwriter 


105 William Street, New York 








“the books were in Chicago.” Asked 
as to the present operations of Scully 
& Co. and the Consolidated Life Se- 
curities Company in Chicago, answer 
was refused because of want of juris- 
diction. Sufficient was elicited, how- 
ever, to indicate that the operations of 
these companies in New York have 
absolutely ceased. 





ENTERING IOWA. 








Application of State Life for Admission 
| Approved—Policies and Rates 
Commended. 





The application of the State Life In- 
|surance Company of Indiana, to do 
| business in Iowa, has been approved by 

the Insurance Department of that State 
and a license will be granted when the 
customary forms have been filed. 

Following the request for permission 
to enter the State a representative of 
the Department visited the home office 
of the Company for the purpose of mak- 
ing an examination, checking up policy 
forms, rates, etc., and the report filed 
is highly complimentary of the manage- 
ment, 

Speaking of the terms of the policies 
and the company’s non-participating 
rates, Mr. Winston, the examiner, says: 

“These policies, as will be observed, 
are exceedingly simple in character as 
well as liberal in their provisions. The 
optional values are also safely within 
their respective reserve limitations, and 
the rates are ample allbeit those on the 
non-participating plans are a trifle 
lower than those charged by most com 
panies.” 

The State Life’s business in Tenessee, 
which field was entered a few months 
ago, is showing a nice increase and by 
the close of the year an organization 
will have been effected capable of show- 
ing fine results for 1910. 





ANOTHER REASON FOR SURREN- 
DERING A POLICY. 





All kinds of reasons are given for sur- 
rendering a policy of life insurance, the 
real reason usually being that the in- 
sured wants the money. An Atlanta 
general agent, in responding to the re 
quest of a policyholder for surrender 
value, urged her to make a loan in- 
stead, and thus retain her protection 
under the policy, and received the fol- 
lowing reply: 

Dear Sir: 

I would just like to state the reason 
I am giving up this policy. I believe 
that Christ’s thousand years reign com- 
mences in 1914. Consequently this will 
be no good as all institutions now in 
force will fall, and I want to use this 
money now while it will be of some 
benefit. I am enclosing you a tract, 
hope you will read it. This shows some 
of our beautiful belief. 

Respectfully, 
MRS. B. L. R. 

Accompanying the foregoing letter 
was a copy of a small periodical en- 
titled “Peoples Pulpit.” published in 
Brooklyn, New York. The paper depicts 
the character of the millennium, but, 
to a blinded wnbeliever, offered no sat- 
isfactory evidence that the event is due 
in 1914. 





Making Big Gains. 








The new business of the Pittsburgh 
|Life & Trust for the month of Sep- 
|tember was nearly $1,100,000, the paid 
insurance being considerably over $800,- 
000. 

The home office of the company Is 
a busy workshop, in fact it would be 
| Cou to find one more conveniently 
and at the same time attractively ar- 
| ranged for expediting the transaction 
| of business. 








Agents of the Union Central Life 
| have been notified that hereafter the 
Company will not consider issuing term 
| policies to applicants under twenty-one 


years of age. 


| No Term Policies for Minors. 
| 
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“NET COST.” 





How the Actual Expense of Carry- 
ing a Life Insurance Policy Is 
Arrived At. 





Chicago, October 1, 1910. 
Editor Eastern Underwriter: 

“In the ‘Eastern Underwriter,’ Sep- 
tember 22, you take the position that 
premiums, less dividends and cash sur- 
render value of a life policy, do not 
constitute the actual cost of the insur- 
ance to a given date. 

“I should like to know if there is 
an error in the following definition: 
‘The cost of life insurance to any given 
date is the difference between what the 
policyholder has paid the company ana 
the surrender value of his policy.’ 

“If I read your article aright, it leads 
you inte the following illogical posi- 
tion: If you take $100 from your pock- 
et and deposit it in bank and down the 
street draw your check for $50 for a 
suit of clothes, you would say that the 
clothes cost $100 because the sum was 
no longer in your pocket. 

“If a life insurance company, at the 
end of five years say, holds subject to 
the insured’s order a cash value in the 
policy of $100, can you argue that this 
$100 is spent? If it is not spent, has 
the insurance cost money that is still 
in the man’s possession—mind you it 
is in his possession if ready to be 
turned over to him by his company, 
just the same as it would be if it lay 
in the bank, 

“The error in treating the matter is 
that the word ‘cost’ is used where it 
should be ‘outlay.’ The man’s pre- 
miums are his outlay for insurance, but 
they are not in any sense the cost, be- 
cause every premium, except those of 
term policies, carries with it a reserve, 
and as the cash value of a policy is not 
spent, it cannot be a part of the cost.” 

Yours very truly, 
JNO. W. KEYES 

Our Previous Statement Defined. 

In our judgment your definition is 
incorrect and your illustrations unsatis- 
factory. You can scarcely compare the 
making of a life insurance contract 
with the purchase of a suit of clothes. 
You have $100: you pay $50 for a suit 
of clothes; the cost ef the latter is 
$50, no matter whether the other $50 
is in your pocket, or in the bank, or 
has been gathered in by a foot-pad. 
The disposition made of it has nothing 
to do, nearly or remotely, with tne 
clothes transaction. 

In purchasing a life Insurance policy 
the case is wholly different. You enter 
into a contract with the company to 
pay a certain premium yearly as long 
as you live, the company to pay your 
beneficiary $1,000 when you die. The 
premium which you are to pay is math- 
ematically computed to cover the ac- 
tual cost of that con:ract. You have 
not bought insurance for a year, but 
for a lifetime. The cost of that con- 
tract is the premium which you agree 
to pay, less such saving in cost as the 
company may be able to make and re- 
turn to you as a dividend. 

The reserve pertaining to that policy 
is not yours, nor do we understand you 
to claim that it is. The policy contains 
a provision, however, permitting you 
to recede from your contract on certain 
terms, in which case you may withdraw 
a specific amount in cash. Your defini- 
tion makes the cost of the policy at any 
given date “the net amount paid the 
company, less the surrender value ob- 
tainable at that date, whether taken or 
not. If. after having worn your suit 
‘of clothes for a while you should sell 
them for $10, you might perhaps prop- 
erly hold that the actual cost of the 
clothes had been $40; but you would 
hardly make such a claim unless you 
actually did sell them. You cannot 
maintain that the cost of the policy 
is the difference between the net 
amount paid and the surrender value 
available, unless, possibly, in case you 
actually do surrender your contract for 
cash. 

Another Method of Computing Actual 
Cost. 
Assuming that your method is per- 





missible, it would be quite as logical 
to define the actual cost of a policy to | 
be the difference between the net) 
amount paid the company and the 
amount of cash available on the death | 
of the insured. A life insurance policy, | 
which had been carried eight or ten 
years, is much more likely to be can-| 
celed as a death claim same date there- 
after than to be canceled for cash 
surrender value. It is, in fact, quite 
common to compute in this manner the 
cost of a policy maturing by death. It 
is a more reasonable definition of cost 
than the one you propose; for it is 
more in accordance with the facts. It 
marked the cost of an endowment pol- 
icy more than that of a 20 payment 
life, and the cost of the latter more 
than that of an ordinary life; while the 
results under your definition are just 
the reverse. 
Another Error in the Definition. 


Your definition is incorrect for an- 
other reason. Assuming that the cost 
of a policy which has actually been | 
surrendered is the difference between ' 
the surrender value obtained and the 
amount paid by the insured, the latter 
amount must be computed by adding 
to the net amount paid each year com- 
pound interest to date of surrender at 
such rate as the insured must pay if 
he is a borrower. If a borrower from 
the company this rate would be not less 
than 5 per cent. 





AGENTS’ LICENSE FEES. 





Kentucky Insurance Department Ex- 
periences a Windfall—Comm’r Bell’s 
Letter Brought an Accounting. 





Several weeks ago Insurance Com- 
missioner Bell of Kentucky discovered 
some agents operating in that State 
without a license, which caused him 
to make an investigation. The result 
was a letter to all out-of-State com- 
panies asking for a list of their 
agents operating in Kentucky. Al- 
though he only asked for this informa- 
tion, he has already received $1,300 in 
fees for licenses of agents which “had 
been overlooked.” He thinks the 
amount will go to $2,500. 

The Commissioner does not believe 
this to be due to a desire to evade the 
law, but rather to negligence on the 
part of field men in not properly re- 
porting the appointment of new men. 
There are commissioners, however, 
notably Hartigan of Minnesota, who 
contend that such neglect should be 
penalized; that the laws are enacted to 
be observed and that it is the duty of 
State insurance commissioners to see 
that the statutes of their respective 
Commonwealths are not violated, even 
unintentionally. 

Another matter Commissioner Bell 
is giving special attention to is the 
practice of rebating, which he says he 
is determined to wipe cut of the Bour- 
bon State if strenuous activity in an 
anti-rebate crusade will accomplish the 
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Mutual Life Insurance Company 
OF BOSTON, MASS. 

















NEW BROKERAGE FIRM. 





Under the firm name of Larner, Young 
and Raymond, W. A. Larner, C. H. Ray- 
mond, 2d, and Mason Young, Jr., have 
formed a partnership to transact a gen- 
eral insurance brokerage business. Of- 
fices have been secured in the Singer 
building, and plans are rapidly being 
matured for a systematic campaign for 
desirable lines. 

Mr. Young, following his graduation 
from Yale in 1897, entered the head of- 
fice of the Mutual Life, serving suc- 
cessively and acceptably as clerk, sec- 
retary of the Foreign Department, and 
superintendent of the Bureau of Appli- 
cations. The latter position he resign- 
ed in January last to take up active 
soliciting. 

Mr. Raymond is an insurance man by 
inheritance as well as choice. A son 
of George B. Raymond, the former gen- 
eral agent of the Mutual Life in New 
Jersey, and a nephew of Col. C. H. 


I WANT YOUR BUSINESS—CAN I GET IT? 
Was Incorporated in 1862 under Massachusetts laws 

THE WHY mpany 
Its Premium Rates are low 
Its Dividends are unexcelled 

THIS AGENCY Hoe life—snap_einger 
DO YOU KNOW OUR 18 PAYSIENT LIFE RATES? 
DETROIT 
producers in Ohio, two in 
Michigan and two in Indi- 


Is the largest Massachusetts 
Is the strongest Massachusetts Company 
THE COMPANY i 
TH a HOW fies every facility for quick results 
WILLIAM N. COMPTON, General Agent 

Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 
Will pay a salary and ex- 
penses to two big personal 
ana, to act as Agency Su- 

pervisors. 


Address, 
FREDERIC APPS, 
President 
Give three references first 
letter. 





Raymond. who for so many years was 
general agent for the same Company in 








the Metropolitan District, he has long 
been familiar with underwriting, and 
OC after getting his diploma from 
Yale last year, entered the insurance 
ranks. 

Following his retirement from the 
secretary-treasurership of the Security 
Storage and Trust Company, of Balti- 
more, Mr, Larner associated with the 
Baltimore agency of the Mutual Life. 
subsequently becoming a district man- 
ager of the Company. In 1904 he joined 
the forces of the Columbia National 
Life as manager for eastern Pennsvl- 
vania, southern New Jersey and Dela- 
ware, subsequently becoming field su- 
perintendent for a wide territory. Later | 
he joined the metropolitan agency of 
the Mutual Life. 

Thus it will be noted all three mem- 
bers of the firm have an intimate 
knowledge of insurance affairs and are 
well equipped to build up an attractive 
business on their own account. 


Liberal Commissions, 
give ample territory 
and fair treatment, 
have easy-selling, low- 


WE 
PAY 


priced policies, embracing every liberal, 
modern feature; furnish prospects and 
give you every aid in selling insurance. 
If these features appeal to you, Mr. 
Agent, write me and we will close a 
contract that means more money for you 
at less work. ‘‘ Do it now.’’ 


W. A. HARBACH, Sec’y 
DES MOINES LIFE INS. CO. 


Des Moines, Iowa 

















purpose. 

In this movement he no doubt could 
receive very material assistance from 
the TAfe Underwriters Association. 
With Henry J. Powell of Louisville at | 
the head of the National Assoctation, | 
Kentucky will be the center of organ- | 
ized movement for the advancement of | 
the principles for which the association 
contends and one of the cardinal fea- | 
tures is opposition to rebating. 


| 











REPRODUCING APPLICATIONS. 





Photoaranhic Copies to be Attached | 
to Policies of Union Central } 
Life. 





| 
| 

A new denarture bv the Tnion Central ! 
Life is the renroduction bv photogranh | 
of the original application for insur- | 


anee, the cony to he attached to the 
policy, thereby avoiding any possibilitv 
of confusion on the part of the assured 
as to the exact nature of the state- 


THE MORE I STUDY this Monthly Income policy of 
ours, the more it grows on me! 


Did you ever sit down all by yourself and make a study 
of that contract? Upon my word, gentlemen, you can’t beat it! 


You see it’s such absolute PROTECTION —an absolute- 
ly SURE monthly income—about the surest thing I know— 
all the immense assets of THE PRUDENTIAL behind it— 
monthly PENSION for the wife and little ones, running on 
and on through the yeaars—EVERY MONTH! No, you can’t 
beat it! Our best Agents are making a specialty of this 
contract, AND THE RESULTS ARE REMARKABLE! 


Come in and have a talk about it! 


ROBERT J. MIX, Manager 
20 Vesey St., New York City 
Telephone 3474 Cortiand 














ments made. 
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MAY ENTER NEW ENGLAND. 





Reliance Life Considering the Eastern 
Field—Paid Business Passes 1909 
Mark. 





Having given considerable attention 
to the development of the Western, 
Southern and Pacific Coast States, the 
Reliance Life may in the near future 
enter New Jersey and New England. 

The progress of the company during 
1910 has been most satisfactory to the 
management. On October 1, the paid 
business was $7,000,000, being a million 
dollars in excess of the entire writings 
for 1909. As General Manager Furman 
puts it, “the last three months will be 
velvet with a million to spare.” 

Prior to the enactment of the Arm- 
strong laws the company did business 
in New York and some of the New 
England States, but for the past four 
years has given little attention to the 
East. 





MIX’S MUSTARD. 





Prudential’s New York City Manager 
Addresses Solicitors in Character- 
istic Fashion. 





Tersely and forcefully Robert J. Mix, 
manager for the Prudential in New 
York city, puts a series of important 
questions to members of his staff, and 
then urges an honest and fair answer 
thereto. The letter reads: 

“Have I canvassed not less than four 
hours every business day since January 
1, 1910? 

“Am I providing my family with as 
good a living as I would like to? 

“Am I building up an interest in my 
business which will help to take care 
of me in the event of my being disabled 
for any reason? 

“Have I done my very best thus far 
in 1910? 

“These are pretty serious questions, 
are they not, my friend? Maybe if 
you were to set down your answers to 
them, you would not enjoy reading 
what you had written. But isn’t it 
your duty and mine to put these ques- 
tions to ourselves, and to answer them 
honestly and fairly? Don’t you and I 
owe it to our families as well as our- 
selves to take these brains and bodies 
of ours and make the most of them in 
whatever vocation we have chosen for 
ourselves? Take my first question, for 
instance—Have I canvassed not less 
than four hours every business day 
since January 1, 1910?? How many of 
you can answer ‘Yes’ to that question? 
Yet, when you come to think of it, how 
absolutely true it is that every mar 
who has a Prudential contract should 
be able to answer that question in the 
affirmative! How can you expect to do 
a good business if you fail to spend an 
average of, at least, four hours a day 
in seeing people and trying hard to per- 
suade men to buy Life Insurance? 

“T tell you, friends, it pains me to 
the very soul to see around me so many 
good men and true—fine fellows, who 
love their families, who know the Life 
Insurance business from A to Izzard, 
and who are not accomplishing one- 
quarter of what they ought to expect 
and require of themselves! 

“What’s the remedy? Why, I don't 
know how you're going to remedy such 
a condition of affairs as that, unless 
you can make a man ashamed of him- 
self—unless you can arouse his ambi- 
tion and wake him vp to the point 
where he will acknowledge that he has 
done wrong and will make a mighty 
resolution to do a whole lot better: 

“While you, my brother in profession, 





are reading these lines, there are with- | 
in easy reach (at the least calculation), 
one million of people—probably two 
millions—who are insurable, and whom 
you are at perfect jiiberty to ap- 
proach with the best Life Insurance 
proposition, all things considered, that 
there is on the market to-day. Think 
of it—one or two million opportunities 
for you—every day! How can you per- 
mit yourself to waste these opportuni- 
ties? Why is it that you do not be- 
grudge every half-hour that you have 
to spend in your office? I say to you 
frankly—I cannot  undcrstand it! 
There’s a big living—there’s a compe- 
tency—for you in this business—with | 
the Prudential! Why don’t you insist | 
upon having it—why don’t you eagerly | 
adopt every means that is suggested by | 
the Manager or others for increasing | 
your effectiveness? Why don’t you?) 
Oh, my friend, let us quit fooling with | 
this business—let us look upon our life) 
work as a serious matter—not as/| 
though it were a matter of indifference | 





Two General Agency Propositions 


The State Mutual Life Assurance Company of Worcester 
has two good openings for young successful men as General 
Agents in thriving Middle Western cities. Only personal 
producers of demonstrated ability who believe that they have 
the ability to organize will be considered. 

The State Mutual is making the greatest progress of any 
of the old companies; it has a superior selling proposition; a 
department devoted to the interests of its salesmen, and which 
helps them in every possible manner. 

If interested, address 

EDGAR C. FOWLER 


Superintendent of Agencies 





or something in which we were only 





half interested! You have a noble mis- | 
sion to perform! Make no excuses to | 
yourself or others, but, from this mo- | 
ment, resolve that you will throw your- 
self into your work heart and soul, as 
you have never done before—resolve | 
that your record for the closing months 
of this year shall in s large measure 
atone for past short-comings, and re- 
new those resolutions every day!” 





ACTUARIAL GATHERING. 





Union Central Life to Be Host 
at the Fall Meeting October 27 
and 28. 





The fall meeting of the Actuarial So- 
ciety of America will be held in Cin- 
cinnati October 27 and 28 at the Hotel 
Sinton. 

On this occasion the members of the 
Society will be guests of the Union 
Central Life and the management is | |] 
planning to make the visit a most en- 
joyable one. In fact, any member who 


LIFE WE HANDLE ALL LINES | FIRE 


THE PERRY SOLICITORS CO. 


INCORPORATED 


GENERAL INSURANCE ACCENTS 
A Live Office—Managed by 


Experienced Insurance Men 


10 WALL S’TREET 
NEW YORK 





can possibly go and does not will miss | 


CASUALTY PHONE 554 RECTOR | SURETY 





| 





a treat. 





The Cincinnati Life Underwriters As- 
sociation will take advantage of the op- 
portunity afforded by holding its Octo- 
ber meeting on one of the dates men- 
tioned and endeavor to secure several 
of the actuaries as speakers for the oc- | 
casion, the meeting being called “Actu- | 
arial Night.” 

The Boston association held a simi'ar 
meeting during the actuarial gathering | 
in that city, and it was an affair most 
pleasing to the members of the asso- 
ciation. 





New Jersey Agency Appointments. 





Bankers, New York.—Francis J. Brit- 
ton, Newark. Berkshire. —Rhodes & | 
Morrison, New York, N. Y.; Everett H. 
Piummer, Jr., Philadelphia, Pa. Metro- | 
politan—Louis Berger, Jersey City: | 
Harry Aaronson, John E. Cox, Trenton: | 
Flavis Falato, Thomas E. Glenfall,, | 
Samuel Wolstenholm, Paterson; Jacob 
Goldman, William Tinkler, Red Bank: 
Louis Gordon, Peter Lyman, Passaic; | 





HARTFORD | | IT PAYS THE AGENT 


To represent the best company. 


Life Insurance There are many excellent standard 


life insurance companies. Which is 

Company the best? In stability, progressive- 
ness, liberal contracts to agents and 

. . low cost to policy-holders no company 

Chartered and doing business mote 
43 years The 
. . 
Ask about the new Union Central Life 


Insurance Co. of Cincinnati 


Monthly Income Policy on 


Easy to sell because best to BUY ae ay 574,523, 966.28 
Liabilities - $72,324,302.92 


For agency contract address 


Good openings are occurring from time 


i i 1e. Address 
Second Vice-President totime. Addr 
Hartford, Conn, JESSE R. CLARK, President 














Harrison H. Holmes, Hackensack; | 
Frank S. Moyer, Samuel Weiss, Cam-| 
den; Clarence H. Rex, Lambertville; 
William P. Schull, Englewood; Charles 
H. Urim, Woodbury. Mutual.—Hoover 
Browning, Crawford; J. Everett De} 
Mott, New York, N. Y.: Judiah Higgins, | 
Flemington; William H. Bright, Holly) 
Reach. National Benefit.—I. B. Saxton, 
Rridgeton; M. Louise Talbott, Atlantic 
City; T. C. H. Conner, Camilla A. Sad- 
ler, Camden; La Blonde Johnson, Tren- 
ton: Edward 1D. Crawley, Asbury Park. 





TRAVELING FIELD 





WANTED 


LIBERAL SALARY 


Traveling expenses and royalty to a good man who can hire agents and 
write personal business. Address, WILLIAM T. SMITH, Secretary | 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 
1807 McCORMICK BLDG., CHICAGO, ILL. 


REPRESENTATIVE 














ALLAN WATERS, Sup’t of Agents 
WANTED! 
Stock Salesmen! 





BIG MONEY 


FOR MEN THAT CAN CLOSE BUSINESS 





INQUIRIES TREATED CONFIDENTIALLY 





Address “ BIG MONEY” 
care of THe Eastern UNDERWRITER 
105 William Street, New York City 
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AIDING A GOOD WORK. 





Life Insurance Presidents Association 
to Co-operate in Effort to Prolong 
Human Life. 





Chicago was chosen as the place of 
the fourth annual meeting of the As- 
sociation of Life Insurance Presidents 
at the regular bi-monthly meeting of 
that organization at No. 1 Madison 
Avenue this afternoon. The meeting 
will be held on December 9th and 10th. 

The manner and extent of the treat- 
ment of life insurance as a study in 
the colleges and universities of the 
United States is one of the subjects 
which will be discussed at the annual 
meeting. During the present years the 
Association has been making an ex- 
haustive inquiry into this matter, 
gathering original statistics from near- 
ly 600 institutions of higher education. 
The results of this investigation will 
be presented and addresses as to-future 
development of this kind of instruction 
will be made by university officials and 
others interested. The whole question 
of vocational training in such institu- 
tions will be broadly discussed. 

Other subjects on the program include 
taxation of life insurance policyholders 
and the necessity for uniform state 
laws. : 

In connection with the Association’s 
plans to prolong human life, the fol- 
lowing resolution was adopted: 

“Whereas the protection ‘of the people 
of this country from the ravages of di- 
sease due to unsanitary conditions sur- 
rounding the public supplies of water, 
milk and other foods, ineffective sani- 
tary laws and regulations and the un- 
healthy conditions too often allowed to 
prevail in various trades and employ- 
ments, is a subject of great importance 
to all citizens, and whereas it is to the 
lengthening of the average term of 
human life we must look mainly for 
reduction of cost of life insurance, 
which is a matter of great interest to 
life insurance companies, now, there- 
fore, 

“Be it resolved that we hereby urge 
upon the attention of officers and agents 
of life insurance companies the need 
for them to co-operate in all efforts to 
improve sanitary laws and regulations, 
and the enforcement thereof, and 

“Be it further resolved that the Life 
Extension Committee of this Associa- 
tion be requested to formulate, if possi- 
ble, a definite plan, to be reported at 
the next meeting of this Association, 
whereby and whereunder its members 
may be able to help along, in some 
systematic way, the movement having 
for its general purpose the prevention 
of disease and the extension of the 
average human life.” 





HIS INAUGURAL ADDRESS. 





President Powell, of National Associa- 
tion, to Outline His Policy at Ban- 
quet of Pittsburgh Life Men. 





The big Opening Gun for this sea- 
son’s meetings, and also for the new 
administration of the National Associa- 
tion, will be fired with giant powder on 
Monday Evening, October 17. Business 
meeting at Six; followed by informal 
Dinner in the large Banquet Hall, Fort 
Pitt Hotel, at Six-Thirty. 

National President Henry J. Powell, 
of Louisville, will at this dinner deliver 
his Inaugural Address, which Associa- 
tion men all ov _r the continent are 
waiting to read. We also expect to 
hear, less formally, from former Presi- 
dent William D. Wyman, now Vice- 
President of the Berkshire Life; former 
President Chas. Jerome Edwards of 
New York; former Secretary and Ex- 
ecutive Chairman Ernest Judson Clark 
of Baltimore, both now members of the 





Executive Council; Vice-President J. J. 
Jackson, of Cleveland; Secretary N. D. 
Sills, of Richmond, Va.; Executive 
Chairman Percy V. Baldwin, of Boston; 
and Executive Committeeman Charles 
W. Orr of Fort Wayne, Ind. A rare 
list of insurance notables—and corking 
speakers, too! 

This being the tenth of these “Inaug- 
urals,” it may be a good time to set 
down a bit of unwritten history. The 
National Convention of 1901, at Port- 
land, Me., developed a lively contest 
over the presidency thai finally resulted 
in the election of Wm. D. Wyman. In- 
stantly he was button-holed by Charlie 
Scovel and Billy Wood, then president 
and secretary of our Association. “Mr. 
Wyman,” they said, “we Pittsburgers 
came down to this convention already 
pledged to the other fellow, and we 
fought for him to the last ditch. But 
now Pittsburg is unanimously for Wy- 
man and—just to show there are no 
hard feelings—we want you to come 
there for your first official visit and let 
us give you a rousing send-off for the 
year’s campaign.” 

He did so—and so has every presi- 
dent since. The idea grew. Chief offi- 
cers of both retiring and incoming ad- 
ministrations found this Inaugural to 
be an invaluable means of getting tu- 
gether, so that each year’s work could 
be rightly hitched on to the one before. 
Finally evolved the plan of an Execu- 
tive Council to help secure continuity 
and added effectiveness, not only at 
the beginning, but throughout the 
year’s work. The Executive Council is, 
of course, bound by all that is holy 
to hold its first meeting each year in 
Pittsburg. 

And thus that unpremeditated per- 
sonal assault on Mr. Wyman (again our 
welcome guest this time) has developed 
into one of the main factors in the 
gradual transformation of the National 
Association from an annual eruption of 
conventional speeches, with occasional 
rumblings between times, into a more 
and more effective working organiza- 
tion, on the job every business day. 


Incidentally, all this has given the 
Pittsburg Association a great big time, 
to open its own season with. This 
tenth Inaugural, in particular, no mem- 
ber can afford to miss. Bring your 
friends along—especially your brother 
agent who ought to be a member. 
We'll have a dotted line for him to 
sign, if you will help get him to the 
point. 





Holiday Reminders. 





Editor Atkinson of the Prudential 
Weekly Records calls attention to three 
holidays in the near future and sug- 
gests that agents make preparation for 
them by collecting advance payments. 
He says: 

“Nine days from next Monday, Octo- 
ber 3, the first of those three holidays 
we referred to last week will occur— 
Columbus Day, October 12—which is a 
legal] holiday in the States of New York 
and New Jersey. 

“The next succeeding holiday will be 
Election Day, November 8, which will 
be observed in all the States that have 
not held Congressional and State elec- 
tions. After Election Day the next 
holiday will be Thanksgiving Day, 


Thursday, November 24, which will be, 


celebrated all over the United States. 
We mention these dates again this week 
in order to remind the field staff of the 
great importance of making, in advance 
of each of the play-days named, a strong 
drive for large collections. There is no 
better way to guard against arrears and 
lapses than to get large advance pay- 
ments.” 








NOW ORCANIZINC 
THE CITIZENS LIFE INSURANCE COMPANY OF AMERICA 


Home Offices—Reading, Pa. 
THE READING FINANCE AND SECURITIES COMPANY, INC., Fiscal Agents 
Suite 300-303 Colonial Trust Bidg., Reading, Penna. 








ITS THIRTIETH ANNIVERSARY. 
Pittsburg Agency of Equitable Life 
Plans Fitting Celebration—Presi- 
dent Morton to Speak. 





A fitting celebration of the thirtieth 
anniversary of the establishment of the 
Pittsburg Agency of the Equitable Life 
of New York, has been planned by its 
manager, Edward A. Woods. The fol- 
lowing attractive program has been ar- 
ranged. 

General Program. 

Monday and Tuesday, October 31 and 
November 1. 

Place: Hotel Schenley, Pittsburg. 

Guests:—Invitations will be extended 
to every member of the Agency and his 
wife every Executive Officer and Head 
of Department at Home Office; every 
Equitable Director; Equitable Managers 
in various parts of the United States 
and Europe; many prospective agents; 
every Equitable Medical Examiner in 
our District; an Officer in every Bank 
in our District thru which we collect; 
representatives of the Daily Press and 
Insurance Journals. 

October 31, 1910. 

11.00 A. M.—Address of Welcome by 
Manager Woods, and General Reception 
of Delegates and Guests in Library, 
ground floor, Hotel Schenley. 

12.30 P. M.—Luncheon in the Porch 
Dining Room of the Hotel Schenley. 

1.30 P. M.—Business Session in Ball 
Room, Hotel Schenley. 

5.00 P. M.—Adjourn. 

7.30 P. M.—Social, Rittenhouse, High- 
land and Penn Avenues, Pittsburg. 

We are planning (1) a novel and en- 
tirely new entertainment for about 45 
minutes, which will, we know, be 
thoroughly interesting and enjoyable; 
(2) an hour’s dancing in the Ball Room 
for those who wish to dance, and other 
forms of amusement for those to whom 
dancing does not appeal; (3) refresh- 
ments at 10 o’clock. We name an early 
hour, 7.30, so that we can get home 
early and not be tired out for the sec- 
ond day of the Convention. 

November 1, 1910. 


10.30 A. M.—Business session in Par- 
lors, first floor (not ground floor), Hotel 
Schenley. 

1.00 P. M.—Luncheon in the Porch 
Dining Room, Hotel Schenley. 

2.00 P. M.—Adjourn immediately after 
Luncheon. No session during after- 
noon. 

6.30 P. M.—Reception 
ground floor, Hotel Schenley. 
7.00 P. M.—Dinner in Ball Room. 
8.30 P. M.—Fifteen minutes intermis- 

sion. 

8.45 P. M.—Reconvene in Bail Room, 
Hotel Schenley. 

Address by President Morton. 

Address by Second Vice-President 
Wilson. 

Address by Manager Woods. 


Subjects that will be discussed at| 


the business sessions, as well as further 
details, will be announced from time 
to time in the Bulletin. 

President Morton of the Society has 
promised to be present and make an 
address. 

The Pittsburg agency of the Equit- 
able is known throughout the country 
as the greatest organization of its kind 
in the world, and 
gathering is bound to excite great in- 
terest on the part of the underwriting 
fraternity. 
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50th Year 


Home Life 
Insurance 
Company 


of New York 


GEORGE E. IDE, President 


Pn caeccdandwsweed $23,626,018.63 
Liabilities (including Di- 

vidend Endowment 

FUNG)... ccseccesees 21,858,691.62 
Dividend Endowment 

Fund (Deferred 

Dividends)........... 2,119,044.00 
Net Surplus............ 1,767,327.11 
Insurance in Force... .. 92,532,583.00 


1860 1910 


The 50th Annual Report shows a 
gain in the amount of insurance in 
force; that assets were increased 
over $1,917,117.00 and that over 
$655,149.17 was added to surplus ac- 
count. 

















BERKSHIRE 
LIFE INSURANCE CO. 


OF PITTSFIBLD, MASS. 


James W. Hull, President. 
W. D. Wyman, Vice Pres. and Treas, 
J. M. Lee, Actuary. 
Theo. L. Allen, Secretary. 
Robt. H. Davenport, Asst. Sec. 


This Company, with its more than fifty years 
of successful and honorable practice, its solid 
financial condition, its fair and liberal policies, 
all subject to the Non-Forfeiture Law of Mas- 
sachusetts. comménds itself both to policy- 
holder and agent. 


For circulars and rates address 


EASTERN MASSACHUSETTS AGENCY, 
79 Milk Street, Boston, Mass. 
LEON F. FOSS, General Agent 
W. H. DYER, General Agent 


JOHN H. ROBINSON, General Agent for New York 
253 Broadway 








Know the Law! 


If you do not find what you want, 
ask INSURANCE GREEN BAG. It 
furnishes legal opinions by expert 
Insurance Lawyers, Full Briefs on 
any insurance question, Expert 
Adjusters, Confidential Reports, Ex- 
pert Insurance .trial lawyers at 
moderate cost. 


WRITE TO 
INSURANCE GREEN BAG 
543 Rookery - - - CHICAGO 


Geo. J. Kuebler George R. Brown 
Counsel 

















last quarter of the year. 


at that time. 





6 kes year of 1910 is rapidly drawing to a close, this being the 


The amount of money earned by the agents of the Philadelphia 
Life from now until the end of the year will more than equal the 
total earnings of agents of other companies for the year 1910. 

If you are in a position to contract with the Philadelphia Life at 
this time, it would be to your interest; or, if you contemplate making 
a change at the close of the year, let us hear from you now, as 
perhaps the territory that you would prefer would be closed 


Write PERRY to-day. 




































October 13, 1910. 


THE EASTERN UNDERWRITER 








AT HOT SPRINGS. 





informal Gathering of Reliance Life 
Agents a Most Enjoyable 
One. 





Those privileged to attend the recent 
gathering of Reliance Life agents at 
Hot Springs, Va., speak enthusiastically 
about its informality and heartiness. 

General Manager Furman, who had 
charge of the affair, thus tersely_sum- 
marizes the proceedings: 

“The program was varied to suit the 
pleasure of those present. On Thurs- 
day morning, after everybody had got- 
ten acquainted, the entire party drove 
out to the ostrich farm and enjoyed a 
special performance, which included 
riding, driving and plucking the 0os- 
triches. In the afternoon a tailyho 
was used to drive over the Gov- 
ernment Reservation and visit the 
tower on the mountain back of the 
town, from which a very extensive and 
beautiful view was obtained. Thursday 
evening a special dinner was served in 
a private dining room. A colored quar- 
tet furnished music, and later in the 
evening everyone present responded to 
a toast. Some responded to several. 

‘On Friday morning the party made 
an automobile trip to a neighboring re- 
sort. Friday afternoon was devoted to 
business matters and an informal meet- 
ing, at which some souvenirs of the 
occasion were presented to General 
Manager Furman and Assistant General 
Manager Wilson. 

“The meeting was full of pleasant lit- 
tle incidents which promote gooa- 
fellowship. Stone reformed Hopkins 
aud Davis; Tucker made a record by 
his gastronomic feats. Professor McNeil 
recited some unusually good poetry, 
and Dr. Foster told some splendid 
stories. Everybody liked everybody 
else. Everybody talked Reliance and 
more than once pledged their best en- 
deavor in the service cf our Company. 
When it was over they all said the 
same thing—‘Good-bye; will see you in 
Pittsburgh in January.’ 

“The following were present: Gen- 
eral Manager Furman, Assistant Gen- 
eral Manager Wilson, A. Mosely Hop- 
kins, who was the leader on volume 
of business in the contest; Geo. A. 
Stone, who stood second on number of 
applications; W. C. Kreisle, W. B. 
Davis, I. C. McNeil, J. A. Rudolph, John 
D. Tucker, B. C. Anderson, T. B. Work- 
man and Sterling J. Foster. 

“Brant East, who stood first on num- 
ber of applications, and Dr. Wentz, 
who stood second on volume, were un- 
able to attend. Chas. W. Hackett, hav- 
ing recently moved to California, could 
not come, and Assistant General Man- 
ager McCormack was prevented by ill- 
ness from attending.” 





LEARNING AND PROGRESSING. 





Ex-President Roosevelt Gives Sound 
Advice for Business Success—No 
Neutral Ground. 





The Eastern Underwriter makes no 
pretense of molding political opinions, 
but we have no apology to make for 
expressing our great admiration for 
Col. Theodore Roosevelt. His addresses 
contain much food for thought as to 
Principles which go to make business 
success. In Knoxville, Tenn., last week 
he addressed a large gathering, during 
which he said: 

“I have not any use for the man who 
bas passed the period when he can 
learn. My experience has always been 
that when a man gets to the stage that 
he cannot learn anything he is not 
worth knocking on the head. We have 
plenty of things to learn and plenty of 
things which we can improve on.” 

It is surprising how many self-satis- 
fied men there are in the insurance 
business, in fact, in home offices. They 
know all there is to be learned, having 
acquired the knowledge several decades 
aso, The result is that the “moss” of 
inactivity has almost completely buried 
the institutions with which they are 
identified. 

Then there are solicitors and general 


agents who have nothing to learn. 
‘hey occupy a self-erected pedestal and 
wonder how the other fellow happened 
to attain a higher rung in the ladder 
of success. 

No Neutral Ground. 

Again Col. Roosevelt said: 

“It is not enough to say that we do 
not intend to do anything bad. People 
that do not go forward go backward. 
‘they do not stand still. They go back- 
ward unless they go forward, and as a 
people we can keep ourselves, our 
citizenship, on a high plane of useful- 
ness and achievement only by applying 
te the new things the old principles, 
the old morality that enabled our 
fathers in their days to achieve success 
for our common land. Our people that 
counted in the past, counted not by 
sitting down and glorifying themselves 
because their ancestors did well; they 
counted by doing the job that they had 
to do.”. 

Following an illustration as to the 
change from the old muzzle-loading 
muskets to the modern repeating rifle, 
Mr. Roosevelt said: 

“There are two lessons from that. In 
the first place, the folly of refusing to 
adopt new expedients in order to solve 
ihe new problems, and, next, to remem- 
ber that while the methods must be dif- 
ferent the spirit must be the same.” 





Shows Net Surplus. 





The Inter-Southern Life, of Louis- 
ville, in the most recent statement 
made up shows a net surplus beyond 
capital and all liabilities and it is pro- 
posed to sell some additional stock 
preparatory to entering one or two ad- 
ditional States. 





As a means of meeting 

Wifely Objec- the objection of the man 
tions and How who defers signing an 

to Meet application for  insur- 

Them. ance until he can “talk 

it over with his wife,” 

the Illinois Life, of Chicago, submits 
ihe following: 

“A few days since at an agency con- 
ference Manager E. C. Wharf, of east- 
ern Illinois, when giving a new man 
some helpful hints on how to overcome 
objections and close applications was 
asked what should be said to the 
prospect who wants to talk it over with 
his wife. Mr. Wharf stated that he had 
found the following argument a very 
good one, and while it isn’t exactly 
new, yet it is well worth repeating: 

“*Now, Mr. Prospect,’ says Manager 
Wharf, ‘let me give you some good ad- 
vice. Don’t talk to your wife about 
this matter yet, because it is not cer- 
iain that you will be able to secure this 
insurance. You must first be examined 
and accepted by the Company, and it is 
harely possible that your physical con- 
dition may be found such that the [Il- 


linois Life will not insure you, and, if | 


such should be the case and your wife 
knew about it, as she most certainly 
would should you consult her before 
making application, she would, of 
course, worry a great deal and, fearing 
that you were not going to live very 
long, her life would be made most un- 
happy. Now you can save her all this 
‘vorry by going ahead on your own 
judgment and should you be rejected 
she need never know it. If you are not 
rejected, when the policy comes will be 
ample time for you to consult with her 
as regards making this investment, and 
since a policy would mean so much to 
her and the children in the event of 
your untimely death, there is no ques- 
tion as to her approval.’ 

“As Manager Wharf says, the sound 
sense of this argument appeals very 
forcibly to the average man contem- 
plating insurance, and a good talk 
along this line is not only a strong fac- 
tor in inducing a man to make applica- 
tion now, but it opens his eyes to the 
fact that life insurance isn’t something 
that he can reach out and get when- 
ever he makes up his mind that he 
wants it, but that it is a contract the 
consummation of which absolutely de- 
pends upon his own physical condition 
and insurability.” 





Names are sometimes | 


What's given to life insurance 
ina companies—as they are 
Name? frequently given to story 
books or to children—be- 


cause they sound well. Many a book | 


is sold because the purchaser is at- 
tracted by its name, and insurance 
policies are sometimes sold because of 
the name of the company that issues 
them, 

But what’s in a name, in the long 
run, is what is put into it by the char- 
acter of the book, the man, the insti- 
tution for which it stands. And, be it 
remembered, as the acts of the indi- 
vidual determine his character’ and 
make his name good or bad, so the acts 
of everyone connected with a life in- 
surance company either elevate its 
name in the opinion of those affected 
or stamp it with opprobrium. 


What’s in the name of a company for | 


the public is determined very largely 
by its agents, as the public generally 
knows the company only through them. 
The agency force may thwart the ef- 
forts of the home office to establish a 
fair name for the company, and vice 
versa. On the very lowest ground— 
that of self-interest—it behooves every 
official, home office employe and agent 
to keep the company’s best interests 
always in mind, for what affects it for 
good or for bad directly affects them. 
Good names are often dragged in the 
mire by those who have appropriated 
them. There are George Washingtons 
and John Wesleys and the wearers of 
other noble names who should be in 
jail, or somewhere worse. 
connected yourself with your company, 
you took its name—its real name—in a 
very important sense. What's going to 
be in that name to those you deal with 
in the company’s behalf will be just 
what your actions, your life, your ideals 
put there.—‘“Pacific Mutual News.” 
Charley Dobbs, the capable associate 
editor of “The Insurance Field,” Is 
taking a week off following a month of 
strenuous effort that would have shat- 
tered the nerves of a less wiry indi- 
vidual. In its splendid achievement of 
reporting, practically verbating the va- 
rious conventions held at various parts 
of the country last month our esteemed 


contemporary rendered a distinct ser-| 
vice to the fraternity and upon Mr.) 


Dobbs fell the brunt of the detail man- 
agement. 
now seeks. 


When you | 


He is entitled to the rest he) 





THE 


| 
FIRST MUTUAL 
Chartered in America 


| NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best poaaible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 
Assets Jan. 1, 1910,.... $51,316,543.00 
Liabilities............... 47,060,672.15 
Beer POMe. 2.0.0.0.000 cccccccces 4,265,870.85 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


| EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 

















MEN OF ENERGY 
ARE OFFERED 
WORK OF MOMENT 





in desirable localities representing a 
sixty-year old institution, with modern 
liberal, law-conforming policies, and 
helpful 


Home office co-operation. 
Much good territory available. Many 
opportunities for advantageous posi- 
tions. Inquire NOW. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
FRED E. RICHARDS, President 

Address ALBERT BE. AWDE, 
either Supt. 396 Congress St., Portland, Me. 
THORNTON CHASE, 
Supt., 405 Exch., Bidg., Los Angeles, Cal. 











Assets $2,127,667.58_ - 


EE. W. RAND 
ORGAN 


Nebraska, Missouri and Pennsylvania. C. 
Minnesota, 


RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


Surplus to Policyholders $236,303.93 


A MESSAGE FROM THE 


Minnesota Mutual Life Insurance Company 


ST. PAUL, MINN. 


The advertisements in this journal show that all companies “ want agents."" In many 
cases the connection you desire, the position you can fill is not open to you. Assuming 
that one company can pay as much for business as another, it depends then whether this 
Company is willing, for reasons of its own, to pay you more for certain work it wants done, 
than willanother company. We have no way of knowing that you contemplate a change, 
that you are not entirely satisfied If you will give us the high sign, we will be pleased to 
show you what we have to offer. Men of large caliber wanted in Michigan, Illinois, 


- Liabilities $1,891,363.65 





ALL, President 
IZED 1880 


P. WILLIAMS, Agency Manager, St. Paul, 
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E. B. CRAIG, V. 


W. iH. 





In the Seventh 
“OLD HICKORY” 





THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


CHATTANOOGA, TENNESSEE 


Z. C. PATTEN, President 


THEO. F. KING, 2d V.-Pres.—Manager of Agencies 
A. 8. CALDWELL, 3d V.-Pres.—Supt. of Agents 


HOME OFFICE: 


-Pres.—Gen. Manager 


GOULD, Secretary—Actuary 


Year of Conservative and Successful 
Development 
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RAPS PROMOTION SCHEMES 


Against Irresponsible Company 
Organizers. 





vested in him 
through a recent amendment to the 
New York law, Superintendent of In- 
surance Hotchkiss early in July began 
an examination of the various holding 
Or promotion companies that were seek- 
ing to organize insurance companies in 
this State. While a few concerns still 
exist that have not yet been overhaul- 
ed, the investigation of most of them 
has been completed, and the reports 
thereupon will shortly be made public. 
‘Inder Friday’s date a statement issued 
by Mr. Hotchkiss said in part: 

Among the companies examined are: 

The United Insurance Company of Arizona, 

and its subsidiary The United Fire Insur- 
ance Company of New York. 
_ The Protective Holding Corporation, and 
its subsidiary The Protective Fire Insurance 
Company; both New York corporations and 
with headquarters at Syracuse. 

The Manhattan Funding Company, and its 
subsidiary The Life and Casualty Company 
of New York. 

_ The Fire Securities Company, and its sub- 
sidiary The First National Fire Insurance 
Company of Penna.; the former being a New 
York corporation. 

The Trinity Finance Company; incorporat- 
ed under the laws of Maine. 

The Hanover Finance Company; incorpo- 
rated under the same laws. 

The Independent Surety Company; a New 
York corporation. 

The Government Surety & Casualty Com- 
pany; also a New York corporation. 

The Reliable Life Assurance Company of 
Indianapolis. 

The Columbia Guarantee Corporation; also 
a corporation of this State. 

Some facts have been developed also as 
to two corporations which formerly bad of- 
fices in this State, viz.: 

The Consolidated Life Securities Company, 
and its subsidiary, The Consolidated Life 
Insurance Company; both understood to be 
Illinois corporations. 

The National Assurance Company of Wil- 
mington, Del. 

The laws of New York do not permit an 
jusurance company to begin business until 


Under authority 





its capital stock is paid in in cash. It must 
also have a surplus—-likewise paid in in 
cash—equal to fifty per cent. of its capital 
stock This is not so in many other States, 
and, consequently, insurance promotions 
have been much easier elsewhere. This 


probably also explains why, in many of the 





promotions investigated, there is a holding 
company, the purpose of which is to ac- 
cumulate the cash, and an insurance com- 
pany, which has a name, by-laws and of- 
ticers, but which has as yet received no au- 
thority to transact the business of insur- 
ince. 

The plans of most of the companies in- 
vestigated are essentially the same and usu- 
lly almost identical with plans used in 
other States. These plans consist of: (1) 
lhe organization of what is at first nothing 
but a stock selling company, whose only as- 
set usually is the cash representing its 
stock, and in some instances a_ contract 
whereby such company will become the un- 
derwriting agent of the insurance company 


Yhen the latter shall be authorized to write 





business: (2) literature, with deckle or gilt 
edges, morocco covers, embossed seals and 
x figures placing enthusiastic esti- 


Nur 
’ s to probable profits, but based often 


n false statements of actual gains by ex- 
isting companies—the whole both a credit 
to the printer’s art and as persuasive in 
rhetoric as it is usually pervasive in dis- 


tribution; (3) a crowd of soliciting salesmen 

some of them, if possible, drawn from the 
field forees of insurance companies—who 
hawk their wares from house to house upon 
“ntations sometimes based upon the li- 
furnished and sometimes upon their 
imaginations, at an expense to the ultimate 
stockholders 









of from twenty to sixty per 
cent. of tbe amount subscribed, a process 
which is somewhat varied in one or two 
companies by the use of a system whereby 
stock is sold through the mails, such sys- 


tem being less expensive; and (4) a contract 
entered into at the time the two Compaaice 
° 


are formed whereby, for a long period 

years, the entire control of the insurance 
company will be vested in the promoting 
company as an agency corporation, which 


eontracts. in several instances, seem to have 
heen made without regard to the ability of 
the promoters as insurance managets and, 
in some eases, are apparently entered into 
be sold for the benefit 


that the same may 
of the promoters themselves 

The investigation, therefore, makes it 
clear that the promoter and his satellites, 


the stock salesmen, almost immediately take 
from twenty to sixty per cent. of the money 
subseribed by the investor; that the means 
employed in securing the subscription are, 
of necessity, at times—in fact, in some com- 
panies, frequently—characterized by mis- 
representation both as to the profits of ex- 
isting companies and as to the probability 
of profit in the promoting company; and 
that, if the plan ultimately succeeds, the 








investor finds himself but a minute factor of 
a company usually controlled by the man 
who conceived it, who is, in most cases, 
only too willing to sell out that control to 
the highest bidder, no matter what be the 
latter’s integrity or insurance experience. 

The above facts and conclusions are 
thought by the department to be typical of 
what hag become a widespread movement 
looking to the organization of new insurance 
companies, firstly and chiefly for the benefit 
of the professional promoter, and to the 
great injury of the investing public at large. 
For these reasons the reports following the 
various examination will, when filed, be giv- 
en wide publicity, and the co-operation of 
the public in informing the department as 
to promotions of which it may not yet have 
received notice is respectfully urged. 

In view of the facts developed on this in- 
vestightion, the New York Insurance Depart- 
ment has, since July 1, refused to admit 
to do business in this State any company 
promoted by the means above indicated, and 
will continue so to do unless it is satisfied 
that the management of such company is 
reliable and expert from an insurance stand- 
point and that its stockholders have been 
definitely informed that they, and not the 
company, paid the usually large commission 
and promotion expenses incident to such 
methods. It is thought that, by excluding 
those thus tainted in their organization, 
much can be done toward preventing similar 
promotions in the future. 

National Assurance Company. 

The corporation was organized under the 
laws of Delaware, in October, 1909, its or- 
ganizer being Henry P. Townsley, formerly 
president of the Union Life Insurance Com- 
pany (who, however, does not appear as an 
officer of the National Assurance Company), 
and its officers and directors, men formerly 
connected, in one capacity or another, with 
the Union Life Insurance Company. The 
latter company was taken over by the New 
York Insurance Department a year ago and 
is now being liquidated. Prior to its _re- 
moval to Delaware, early in 1910, the Na- 
tional Assurance Company had an office at 
64 Wall street, New York, and from such 
office an active stock selling campaign seems 
to have been conducted. One of its stock 
salesmen who operated in New York assert- 
ed to representatives of the Department 
that, as he understood it, the stock sold, 
while company stock was really the property 
of Mr. Townsley, $10 shares being sold to 
the public at $15, two or three dollars of 
which went to him (the stock salesman) and 
one to Mr. Townsley, and from $11 to $12 
into the treasury of the company; that Mr 
Townsley was the owner of such stock is, | 
however, denied by the representatives = 
the 


the company. It was also stated to 
representatives of the Department by the 
former secretary of the company that he 


had never seen any books of account and did 
pot think there were any. 

It also appeared on the investigation that 
Mr. Townsley had organized in Delaware a 
subsidiary company known as the National 
Stock and Trust Company, of which he was 
president, and that such company had 
changed its name to the State Trust Com- 
pany, and under that name is selling the 
stock of the National Assurance Company. 
Such trust company appears to have of- 
fered some of in National Assurance Com 
pany stock to a resident of the State of New 
York at $20 a share as late as June 27, 1910, 
a letter from the trust company having 
ecme into the possession of the Department, 
which letter recommends the stock as “a 
safe and conservative investment,” and 
urges the recipient to subscribe while the 
price is low, asserting that the stock will 
udvanece to $25 or $30 a share, and adds that 
the trust company feels warranted in assur- 
ing its clients of “remunerative dividends 
and great advance in the market value.” 

U. S. Senator on Directorate. 

It was also developed that while, a8 previ- 
ously stated, most of the officers and direc- | 
tors of the National Assurance Company of 
lvclaware were citizens of New York, among 
the directors are former U. 8S. Senator Rich- 
ard EB. Kenney, 
Irsurance Commissioner A. Donnell Mar- 
shall, of that State, the latter seeming to 
be its legal representative in Delaware, 

While, after a careful investigation, 
Department reached the conclusion that the 
National Assurance Company of Delaware, 
ro longer having an office in New York, was 
not subject to examination under the New 
York law, yet, mn view of the similarity of 
method between the incipient promotion of 
this company and the actual promotion of 
the Union Life Insurance Company some 
years ago by Mr. Townsley and his asso- 
ciates, which latter company did not suc- 
ceed, tt has been thought wise to give these 
facts to the public. 

The National Assurance Company of Wil 
mington, Del., has an authorized capital of 
$1.000,000 and, from the best information 
available, a considerable portion of its stock 
Is yet unsold. 


as 





of Delaware, and Deputy | 





the | 


The Caledonian has appointed A. W.|! 


Donbert its special agent for Ohio and 
Indiana. 
Chas. A. Weathered & Co. have been 
g’ven the Waco, Texas, agency of the 
London Assurance Corporation. 
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Former Secretary of Manhattan Life 
Elevated to Succeed Dr. W. B. 
Lane. 


Morris W. Torrey, tue able secretary 
aud former actuary of the Manhattan 
Life, of New York, has been elected 
vice-president of the Company in suc- 


cession to Dr. William B. Lane, who re- | 


tires because of continued il! health. 








A. B. C. PRIMER. 


A Simple Yet Effective Work for 
Agents of Continental Casualty 
Company. 





Chauncey §S. S. Miller, assistant to 
the president of the Continental Casu- 


alty Company of Chicago, is responsible | 
for the Primer for Agents newly pre-| 


pared by that Company. 
The A. C. of casualty insurance 


as supplied by the Continental Casualty | 


sets forth simply, clearly and convinc- | 


ingly the need for indemnity of this 
sort, the definitions being interspersed 
with homely maxims, all serving as 
“clinchers.” 

Mr. Miller was a trained newspaper 
man and a good one, before he entered 
the insurance arena. His latest crea- 
tion also attests that he is a remark- 
ably clever advertising manager.. 





Given Roving Commissions. 





As executive specials for the Mis- 
souri Fidelity & Casualty Company, of 
Springfield, mo., J. M. Egerman and 
James Michelstetter will assist im 
establishing agencies for the Company 
in Kansas, Oklahoma, Arkansas and 
Missouri. 


UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 














THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 


OF 


Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence. A personal interview can 
be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 


























The Cleveland Life Insurance Co. 


WM. H. HUNT, President 
Is Strong, Progressive and an Agents’ 
Company 


You want to work for that kind of a Company— 
therefore apply to Agency Department 


The Cleveland Life Insurance Co. 
CLEVELAND, OHIO 








CAPITAL $1,000,000 


Management. 


eorgia Life Insurance Company 
OF MACON, GA. 


(Now Organizing) 
W. E. SMALL, President 


LIFE AND CASUALTY INSURANCE 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 


SURPLUS $500,000 











E. E. RITTENHOUSE, Pres. 





The Only Company in the World that 
**Insures Lives and Guards 


AGENTS WANTED 


Ap 


ply to F. E. MCMULLEN 
2nd Vice-President and Superintendent of Agencies 
Home Office Bldg., 35 Nassau St., New York, N. Y. 


Them Against Disease.” 
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COLLECTING RENEWALS. 





The Superintendent of an important 
District has written to the second vice- 
president of the Metropolitan Life, giv- 
ing his method of dealing with lapses 
in Ordinary. He has forwarded a 
special form letter wnich he sends to 
the policyholder, expressing regret thai 
the policy should be canceled for non- 
payment, and suggesting that a person- 
al interview to discuss the situation 
might be of mutual advantage and re- 
sult in holding the insurance. 

“The Superintendent in question gives 
details of what happened in his office 
during the week ending July 25th, when 
$4,000 Ordinary was reported for can- 
celation. The holder of a policy of $2,- 
000 had paid but one semi-annual pre- 
mium. Letters and the telephone had 
been unavailing, and the Assistant 
Superintendent had called five times 
without seeing him. Another case was 
three years old, and the man was out 
of town, The Superintendent secured 
his address and a letter was sent to 
him by registered mail, without reply, 
so it had to lapse. Still another case 
was four miles out in the country and 
three letters were written, to which no 
reply was made. This also had to lapse. 
The Superintendent says of the final 
outcome: 

“‘It seemed that we had done our 
duty, and when I passed the cases to 
my cashier to get out the form letter 
I use and have referred to, he debated 
with me the advisability of sending 
the notices of lapse. I insisted that they 
be sent, and on the day after they were 
mailed the $2,000 policyholder came in 
and revived in the morning, and in the 
afternoon the $1,000 policyholder, who 
had been out of town, called and we 
revived his policy by loan. In the 
country case we received a letter the 
next day asking if we could have some 
one call to see him and talk over his 
case. I went personally, and succeeded 
in saving the business by reducing the 
policy to an Intermediate of $500, and 
we only lost $500 of the total $4,000 of 
Ordinary.’ ” 





Steady Application Wins. 





Last week, says the Prudential’s 
weekly record, we referred to the fact 
that some members of the field staff 
appear to be possessed of the idea that 
the only time to make a strike for Or- 
dinary is when a special effort is called 
for. Nothing could be more fallacious. 
The idea is wholly wrong. In the inter- 
est of the Company, in the interest of 
the people and in your own personal 
and professional interest, as a Pruden- 
tial canvasser, what is called for is not 
occasional, intermittent or spasmodic 
effort for Ordinary, but a steady, reg- 
ular, systemized, wisely mapped-out and 
persevering search for Ordinary, just 
exactly the same kind of search as you 
are pledged to make for Industrial. The 
people need Ordinary insurance—count- 
less thousands of them need it—are 
eligible for it and are able to pay for 
it. The Company is ready and desires 
to handle all the good business that-you 
can secure, You need the increase, for 
upon it depends the character and the 
quality of your living, the kind of home 
you shall maintain and how you shall 
support those dependent upon you. It 
is really a personal matter with you, 
one that vitally affects your welfare. 





A Banner Ordinary Achievement. 





“Superintendent of Ordinary Agen- 
cies Hall of the Life Insurance Com- 
pany of Virginia last week individually 
wrote fourteen Ordinary applications in 
three and a half days, that is nearly 
five a day. 

“This is the highwater mark accom- 
plished for the year, not only in The 
Life Insurance Company of Virginia, 
but we have yet to hear of any equal 
record made by the agent of any Or- 
dinary Life Company this year. Fur- 


thermore these fourteen applications 
were scattered and called tor much 
moving about. 

“Major General Hall is a determined 
worker and always goes prepared to 
meet any objection that a prospect may | 
present. He has a happy faculty, when | 
he goes after and captures one man, | 
of making that one man the lever by | 
which he will lift two or three uncles, 
cousins or aunts into the desirable 
position of Life Insurance Company of | 
Virginia policyholders. | 

“Does not this show the splendid | 
field now open to agents of the Life 
{nsurance Company of Virginia?” 





May Consolidate Two Ohio Districts. | 








It is said in Columbus life insurance | 
circles that the Metropolitan Life In-! 
surance Company, of New York, has de- | 
cided to consolidate the two central | 
Ohio districts, the headquarters of both | 
of which are now in Columbus, and| 
place them under one superintendent 
instead of two. | 

At present these two districts, in| 
vhich over 100 agents are employed, | 
are under charge of H. U. Prather and 
Frank Trau as superintendents, and un- | 
der the new plan one of these superin- 
tendents will be transferred to other 
fields. As Mr. Prather has asked to be! 
transferred to a Western city, because | 
of his hea:th, it is the hope of the 
friends of Mr. Trau that he will be giv-| 
en charge of the consolidated districts. | 

Both Mr. Trau and Mr. Prather are 
well known in Columbus business cir- 
cles and both are members of the Ohio 
Club. It is believed that, in view of| 
the good work that Mr. Trau has done 
since he was stationed in Columbus, he | 
will be given charge of the new dis-| 
trict. The change probably will be| 
made before the first of the year. 


| 


| 





Assistant Manager’s Foundation of 
Staff. 





In the opinion of J. F. De Roche, 
manager of the Freehold, N. J., district 
for the Colonial Life, ‘‘a manager’s suc- 
cess depends largely on the character 
of his staff. The foundation of that 
staff is the Assistant Managers. These 
must be men of integrity, who com- 
mand the Agent’s respect and who 
work in constant harmony. Many 
Agents do not appreciate the value of 
straight canvassing. This is the secret 
of their success. A large number of 
calls will average a large number of 
prospects and will generally result in 
the closing of many cases. The more 
calls, the more prospects and, naturally, 
the greater success. In starting on tlfe 
debit Monday morning a certain num- 
ber of houses should be canvassed. 
This, however, must not interfere with | 
the collections. The house next to 
where you collect should be canvassed 
and so on. Make night calls. Much to 
advantage may be accomplished at 
night. At the time you also have an | 
ideal opportunity to write Ordinary. | 
Thursdays and Fridays should also be | 
devoted to straight canvassing. No} 
man with persistence on these days | 
will ever have a blank week. Even| 
a small policy placed in a home that) 
carries no insurance is the opening for | 
more. A conscientious canvass for one’ 
month will bring surprising results. 
Advance premiums should always be 
earried in mind. Large collections 
mean that you will always be on 
‘claiming’ and that no business is ex- 
posed to cancellation. Be systematic 
when collecting. Have a regular time 
for each call: that is, try to make your 
visits at the same hour each week. 
Your policyholders will then know 
when to expect you and no trouble will 
be experienced and more time may be 
devoted to obtaining new business. It 
is essential to be courteous. Great as- 
sistance may be thus received. Be care- 
ful as to personal appearance. This 
accounts for everything Mr, Agent, get 
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Metropolitan Life 
Lnsuvance Company 


(Incorporated by the State of New York) 


The Company By the People 


The Daily Average of the Company’s 

Business during 1909 was: 

456 per day in Number of Claims Paid. 

6,535 per day in Number of Policies 
placed and paid for. 

$1,463, 755.00 per day in New Insurance 
placed and paid for. 


$183,403.75 per day in 
Policyholders and Addition to Rr- 
serve. 
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Assets. 
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T. WM, PEMBERTON, Ist Vice-President 


J. G. WALKER. President 
W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 


Home Office, Richmond, Virginia 


THE OLDEST Southern Life Insurance Company 
THE LARGEST AND STRONGEST Southern Life Insurance Company 
THE PIONEER Southern Industrial Life Insurance Company : 
Its Policies are clear and definite in their provisions, and their values are absolutely 
guaranteed, 
Assets December 31, 1909.... $5,372,691.00 
Liabilities December 31, 1909... ...... 4,312,405.32 
Insurance in Force December 31, 1909 : 68,337 613.00 
Total Payments to Policyholders since Organization 9,820,412.49 











The Company issues the best and most lib 


GOOD AGENCY CONTRACTS TO GOOD AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 
—OoRk TO— 
W. N. COMPTON, General Agent, 220 Broadway, New York 

FRANCIS MARSH, Mer. for Eastern Mass., 120 Franklin St., Boston 

WHITE & FENWICK, State Agents, Union Bldg., 9 Clinton St., Newark, N. J. 
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WE WANT HUSTLERS IN PENNSYLVANIA AND DELAWARE 


Have excellent proposition to offer men of ability in these states. 
Leads furnished to our representatives from Home Office, aiding 


DISTRICT MANACERS WANTED 
Send for our Guaranteed Dividend Coupon Policy an‘ 


READING MUTUAL LIFE INS. CO. 











Re- 
for 


easy. Let every minute count! 
member the Company is looking 
men to promote. Are you ready?” 


Be Loyal or Get Out. 








Any field man with the right kind of 
stuff in him will stick up for his com- 
pany on all occasions in the opinion of 
the Union Life’s “Gazette.” Don’t let 
any one, not even a policyholder, say 
a disparaging thing about your com- 
pany. If you do not think your com- 
pany is square and on the level in 


pany 


to do 


If 


COLONIAL TRUST BLDG. ° ° READING, PA. 
out and hustle. You have it in you to all things, for the love of Heaven cut 
be successful. Bring it out! Watch the loose and get out. 
details carefully and the rest will be You can’t do good work unless you 


are loyal to the core to your company. 
You can’t make any 
unless you are intensely interested and 
enthusiastic over the things your com- 
has done, 
you 
company, any knock which it gets will 
be a blow in your face. 


record worth while 


is doing and is going 
feel right toward your 


C. Stahismidt, assistant for the Pru- 


dential 
rounded out 
service with the Company on Septem- 
ber 18 last, 
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years continuous 
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WILL PUNISHMENT BE ADMINIS- 
TERED? 


It is officially asserted that the an- 
nual statements filed by the Shawnee 
Fire, of Topeka, Kans., “with the 
various insurance departments for a 
number of years, have been false in 
a number of important and vital par- 
ticulars.” In other words the officers 
of the corporation subscribing to the 
reports perjured themselves. 

This is a crime for which severe pen- 
alties are provided, and in the light of 
disclosed conditions in the affairs of 
the Shawnee Fire, it is sincerely to be 
hoped that those responsible for the 
falsification of returns will be dealt 
with according to their deserts. 

Unfortunately the history of the fire 
insurance business does not lend en- 
couragement to the thought that ras- 
cally managers will be properly pun- 
ished, except in so far as the wide pub- 
licity given their misdeeds is punish- 
ment. 

In New York, the failures of the ola 
Manhattan, Lincoln and the Traders, 
all disclosed scandalous conditions, 
though it is not on record that the 
District Attorney’s office did more 
than a loud beating of tom-toms. 

If the statutes of the States mean 
anything at all, they should be swift- 
ly, rigorously and impartially enforc- 
ed, and until such procedure come 
about we may expect a repetition of 
what has been unearthed in the affairs 
of the Phenix Fire and more recently 
the Shawnee Fire. 





DEMAND FOR MEN. 





In visiting home offices of various 
companies a most noticeable feature is 
the almost universal demand for men. 
This does not mean that the male pop- 
ulation is not increasing fast enough, 
but rather that the need for men of 
initiative, energy, ability and self- 
reliance is greater than the supply. 

Why is this true? Simply because 
men fear to “strike out from shore.” 
Take the life insurance field. It is 
surprising how many men have ability 
or at least think they have, and yet 
are afraid to share the responsibility of 
putting it to a test. They desire a 
company to take all the chance there 
is in it, when as a matter of fact this 


very characteristic is sufficient to bring 
about failure. 

A simple illustration will explain 
this. Two boys desire to learn to 
swim. One hangs about the shore with 
the water up to his knees and spends 
months and probably several seasons 
before accomplishing the desired pur- 
pose, and then only after becoming 
bold, by seeing others launching out 
into the deep. The second at once 
jumps in where it is a case of sink 
or swim, and he swims. 

What is needed are men who have 
some faith in themselves—faith that 
will not swerve. 

There never was such a demand for 
men of more than ordinary ability in 
the life insurance field than exists 
right now. Incidentally this empha- 
sizes the attractiveness of life insur- 
ance as @ field of labor. It is impos- 
sible to get along without the solicitor, 
the manager or general agent, the 
supervisor and the official who knows 
the business and is master of each 
branch. No business offers a greater 
incentive and the men who are winning 
out and reaching the top rungs of the 
ladder of success are men who have 
at least a modest belief in themselves. 





EFFECTIVE SUPERVISION. 


When Superintendent W. H. Hotch- 
kiss first assumed charge of the New 
York Insurance Department comment 
was made on the fact that he would 
not accept any favors from insurance 
companies or officials, even in the mat- 
ter of being guest to a luncheon. It is 
possible, of course, to go to the ex- 
treme in a matter of this kind. Often 
a most profitable talk or discussion can 
be experienced around the dining table. 
There is greater freedom of speech, a 
frankness obtains that might noi pre- 
vail in a set conference. 

In like manner an insurance com- 
missioner may learn a great deal about 
the great business over which he has 
supervision by attending an occasional 
convention, even though it be but a 
gathering of the representatives of in- 
dividual companies. 

On the other hand, it is easier to err 
in the opposite course than that chosen 
by Mr. Hotchkiss. Effective supervi- 
sion cannot be expected nor obtained 
where an insurance commissioner 
“hobnobs” with company heads regard- 
less of the status of the companies. 
The same is true where a department 
official places himself under personal 
obligation to companies. He is likely 
to overlook his official duty. 





One of the fine characters of the life 
iusurance business is E. P. Marshall, 
vice-president of the Union Central. A 
prominent member of the old school, 
he also has a grasp on new conditions 
which makes him an unusually well- 
posted executive. Supplementing this 
with a courteous, lovable disposition, 
one feels greatly benefited from a few 
minutes conversation with him. Mr. 
Marshall gave a talk before the Cin- 
cinnati Association (reported elsewhere 
in these pages) on his observations 
abroad which will be read with a great 
deal of interest by life underwriters 
everywhere. 





W. A. R. Bruehl, the well known 
general agent of the Home Life at 
Cincinnati and president of the Under- 
writers Association of that city, is con- 
fined to the hospital. His friends hope 
for a speedy and complete reco~ery. 


Barry Amplifies His Views on Commission Question 


Address Delivered by the Insurance Commissioner of Michigan Before the Fire 
Underwriters Association of the Northwest at Chicago Last Week 


The honor done the State of Michigan by 
the action of the executive officers of this 
important association in extending to the 
commissioner of insurance of that State an 
l:vitation to address you on this occasion 
is, 1 beg to assure you, greatly appreciated. 
At least one citizen of the Peninsular State 
is deeply grateful to you for this dis- 
tinguished honor, although he gravely doubts 
his ability to do credit either to this asso- 
ciation or his native State. He begs you 
to give him credit for sincerity and honesty 
of purpose, however much you may disagree 
with his views of matters he will discuss 
or however far short he may fall of meeting 
tno expectations or the opportunity given 
Lina, 

Michigan Department Ideal. 

For many years Michigan has earnestly 
striven through its department of insurance 
to deal justly with the insuring public and 
the companies transacting business within 
its borders in the administration of its laws. 

The foundations of the Michigan depart- 
ment were laid broad and deep by the first 
commissioner of insurance of the State, the 
late Hon. Samuel H. Row, for many years, 
I believe, a member of this association. He 
conceived it to be his duty to protect both 
the public and the companies under bis 
supervision in the full and complete enjoy- 
ment of their rights under the law. It was 
his belief that, while insurance companies 
should be held to a strict recognition of the 
rights and privileges of the insuring public, 
they could not be unduly harassed or im- 
properly burdened in their operations with- 
cut eventually placing the entire burden 
upon the shoulders of the insuring public 
with which alone they had to deal. 

To hold the department to the ideals thus 
established has been the constant aim and 
eurnest endeavor of those who succeeded 
this pioneer in the field of supervision in 
the Middle West, and whatever measure 
of success they have attained in the line of 
safe, sane and unsensational but effective 
supervision stands as a monument to his 
wisdom and foresight and as a tribute to 
his memory. 

Different Conditions Prevail. 

Since the days when the insurance depart- 
ments of most of the States were establish- 
ed great changes have taken place in the 
scope of their operations as well as in the 
business of the companies under their super- 
vision. With these changes which have fol 
lowed the development of the country and 
the evolution of general business have come 
new duties and new responsibilities. 

The ideas of the people have kept pace 
with the changing conditions and that which 
fully satistied the people in the way of 
supervision in those early days falls far 
short of meeting their expectations and de- 
inands in these parlous times. 

To you, gentleinen experienced in the busi- 
ness, Who are familiar with existing con- 
ditions, it is unnecessary for me to go into 
details. It is enough to say that had not 
public sentiment undergone a radical change 
since the early days of insurance supervision 
when the question of company solvency was 
alone considered, we would not be here to 
consider matters which are now uppermost 
in the public mind with respect to the great 
and important branch of the business with 
which you are identified and which are by 
general consent deemed of paramount im- 
portance, 

Public sentiment to-day demands that the 
State have a part in the conduct of many 
ef the details of the affairs of insurance 
companies transacting business within its 
borders, and whether we are in sympathy 
with it or not—a matter not now under dis- 
cussion—we must all recognize and concede 
the fact that the tendency is toward in- 
creased paternalism with respect to the 
eperations of these quasi public corpora- 
tions. Ample proof of this fact is to be 
found in legislation enacted in several States 
during the past two years and the investiga- 
tions that are being made in other States 
through commissions in preparation for leg- 
islative action. 

Forestalling Legislative Dangers. 

It is reassuring to observe that company 
officials and managers have recently paused 
to note the trend of events and seriously 
consider means of readjusting certain phases 
of the business so as to meet, in a measure 
at least, the views of the public and thus 
forestall the danger of the enactment of un- 
scientific legislation designed to overcome 
undesirable conditions or possibly, if yon 
will, to, meet political exigencies. 

Just now the insuring public is greatly 
concerned apparently about the expense of 
conducting the business of fire insurance for 
that, coupled with the contributions it must 
make for the payment of losses, makes up 
practically the rate it is called upon to pay 
for this indemnity. 

Inasmuch as the item of commissions paid 
to agents and brokers constitutes more than 
50 per cent. of the total expense of con- 
ducting the business, public attention is na- 
turally focused upon 

Some three years ago in addressing the 
National Association of Local Agents in an- 
nual session at Richmond, Va., I took occa- 
sion to say that: 

The solution of the ever-present an- 
noying and menacing rate problem lies, 
in my judgment, to a very large extent, 
in the proper readjustment of the com- 
missions paid agents and brokers, and 


the changes in premium rates which wil] 

naturally and necessarily follow such re- 

adjustment. 

While expressing at that time the opinion 
that legislation is not the proper remedy, 
largely because of inability to secure wni- 
formity, 1 made the further statement that 

Failure to lessen the expense will, in 
all human probability, lead to the en- 
actment of hostile legislation in States 
whose laws are now fair and just, if 
not, indeed, to the far greater evil of 

State insurance. 

To what extent this prediction has been 
and is being fulfilled you, gentlemen, who 
have watched the trend of legislation in the 
various States, may determine to your own 
satisfaction. 

* Choice Between Remedies. 

I am now, as I was then, of the opinion, 
for the reason above expressed, that legisla- 
tion is not the ideal remedy, but I am even 
more thoroughly convinced that, proper or 
improper, legislation on this subject will be- 
come general throughout the country, how- 
ever much it may vary in essential details, 
and that, too, at an early day, if the com- 
panies do not themselves apply for better 
remedy, 

It is not improbable that the expense of 
conducting other departments of the busi 
ness is too great and should be brought to 
a more reasonable basis, but, as previously 
stated, the principal and largest item is the 
commissions of agents and brokers and it, 
therefore, is worthy of the greatest con 
sideration. 

Right here let me say that there would, 
I believe, be no objection made to this item 
cr to the total expense if the service cover- 
ed by this expenditure were commensurable 
with the outlay. It would, indeed, be better 
for the property owner, the State, the na- 
tion and mankind if 90 per cent. of the 
premiums paid for fire insurance was paid 
for the expense of conducting the business 
if the public received the benefit in the way 
of reduced fire waste and the consequent 
reduction of premiums and saving of human 
life and conservation of our resources. 

Ample Service in Prevention. 

So far as I know no hostile criticism has 
been made of a steam boiler inspection and 
insurance company which last year received 
in excess of $1,700,000 in premiums and paid 
out only $70,000 for losses. Its losses were 
about 4 per cent. of its premium receipts 
and its expenses about 60 per cent. This 
general feeling of satisfaction with this re- 
markable showing is doubtless due to the 
conviction on the part of the public that 
the company is giving ample return for the 
very large portion of the premiums con- 
sumed by expenses. This service tends to 
prevent disaster with its attendant loss of 
life and property, and the public is content 
to pay the expense necessary to the procure 
ment of this immunity. 

The expense of inspections alone was near 
ly 30 per cent. of the premiums. The fire 
companies doing a general business in the 
State of Michigan reported net premiums of 
approximately $8,000,000 written in the State 
in 1909. What might have been accomplish 
ed in the way of reducing fire waste if 30 
per cent. of this sum had been expended 
for inspections? 

Small Service to Public. 

But how is it with the fire insurance 
agent? In the friendliest spirit and with 
ne desire to criticise, let us consider what 
service the fire insurance agent or broker 
renders in return for the compensation he 
receives. There are, of course, exceptions, 
but in far too many instances he merely 
gathers in the business, collects the pre- 
imium, sends in his daily reports and remits 
the balances due his companies. There is 
nothing in all this that tends to better con- 
ditions or reduce the fire waste. 

The exceptions to whom reference was 
made are those agents who by painstaking 
study and constant effort and investigation 
make a profession of their calling, those who 
conscientiously strive to elevate the busi- 
ness by improving every phase of it »o far 
as it lies in their power and who at all 
times labor with municipal authorities and 
property owners to improve conditions and 
thus eliminate the causes of fires and lessen 
their number and extent. These agents are 
such as take an active part in local. State 
and National organizations and are constant 
ly seeking to kuow more of the business 
and to be of greater service to the insuring 
fublic and the companies represented in 
their agencies. But regret it as we may. 
we all know that this class of agents is not 
in a large majority throughout the country. 

Fault Is With System. 

I make no criticism of the agent. The 
fault does not lie with him, but with the 
system, if it can be called a system, by 
which his compensation is determined. This 
system makes for increased experse and in- 
creased fire waste. 

It is no slander, I believe, to say that the 
average agent is quite human and is swayed, 
therefore, by human instincts and emotions. 
Local agents are as honest and as con- 
scientious in their work and in the per- 
furmance of their duties as a like number 
of their fellow citizens engaged in any other 
field of endeavor. But the system in vogne 
offers them no incentive to do otherwise 
than follow the course outlined above. 

Here we have an agent of many years’ 
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WORK OF THE LOCAL AGENT 


ADDED COST OF DOING BUSINESS. 








Some Reflections Upon the Action of 
State Officials as to Operating 
Expenses. 





The report of the Committee on Ex- 
pense of Fire Insurance of the National 
Convention of Insurance Commission- 
ers, adopted at their recent annual 
gathering favoring contingent commis- 
sions to fire insurance agents has ap- 
parently given considerable impetus to 
the sentiment for that form of com- 
pensation, though not exactly at the 
figures named by the State officials. 

The report gave commendation to 
ihe alternative of 12% per cent. initial 
and 12% per cent. contingent, or 10 per 
cent. initial and 15 per cent. contingent 
commissions, with the recommendation 
that they be the same over the entire 
United States, in small places and 
large. The second important feature of 
the report was the resolution that 
brokers ought to be compensated by 
the propertyholders, or, in other words, 
the buyers. Nothing was said about re- 
ducing the expenses of the various 
State insurance departments, or collect- 
ing less from the insurance companies 
for the maintenance thereof, the sums 
now collected being considerably more 
than is needed. 

It is an old saying that resolutions 
are about the easiest things on earth 
to pass, and the world is full of good 
intentioned folks with the finest kinds 
of theories, whose only fault is that 
‘they wont work. Dame Partington 
was one of them. 

Take the proposition as to brokers. 
What form of business is there where 
the buyer directly compensates the 
broker or middleman? Real estate, 
life insurance, merchandise brokers, 
horse-dealers, auctioneers, produce 
commission men, all of them are paid 
by the seller. Is there any sane reason 
why the fire insurance broker should 

fier from these? Truly stock brokers 
take their commission from the buyer, 
but it does not really need much argu- 
ment to show how utterly different 
that business is from the others men- 
tioned above. Fire insurance brokers 
render a real and valuable service to 
their clients and not only place their 
fire, but also their life, casualty, lia- 
bility, accident, marine and boiler in- 
surance companies. 

As to Commissions. 

Now as to commissions; it should be 
remembered from the outset that writ- 
ing fire insurance is among other 
things a matter of inspection and selec- 
tion. There’s more to it than merely 
writing policies, collecting premiums 
and paying losses. It isn’t as though 
the only thing to do was to make sure 
the premium would be paid and the 





company not get too much liability sub- 
ject to one fire. Agents have real, 
tangible duties besides those—duties 
that cost money which, left undone, 
would cost more money. There is a 
certain amount of expense that is a 
fixed charge—unescapable and irreduci- 
ble. The agent’s office must be in the 
business section—easily reached anu 
central—it must have some one there 
all the time to answer questions, re- 
ceive premiums, write policies and 
aécp the bDOOKS. Stationery, stamps, 
light and heat must be provided. The 
risks written must be inspected and 
chat iakes time, carfare and livery. 
These are among the items that con- 
stitute fixed charges and every policy 
issued costs a given sum in fixed 
charges, whether a $2 or a $200 pre- 
mium. The office which runs mostly 
to large risks and policies can operate 
on a lower percentage of cost and of 
commission than one that runs chiefly 
to small business. The small scat- 
tered business is the more profitable to 
the companies, largely because it is 
comparatively free from conflagration 
and large individual losses. It costs 
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the agent more to write and is more 
profitable to the companies hence a 
greater commission must be allowed | 
irom the agent’s standpoint, and can 
justly be allowed from the company | 
standpoint. It’s very similar to a re-| 
tail and a wholesale business. Now| 
what is true of two agencies running 
to these two kinds of business is equal- 
ly true where the two are combined in| 
the same agency, hence the necessity | 
for a graded or a contingent commis-| 
sion. There are certain defendable | 
reasons why rates on this small busi- | 
ness should not be lowered very much, | 
but that is another story. 
Expenses Increasing. 

Now the items in these fixed charges 
referred to ‘are growing larger every | 
year because the cost of almost every 
thing is going up. Rent, clerk hire, 
livery, etc., cost more, inspections are! 
more complicated, business more in- 
volved and intricate to handle, hence | 
the fixed charges themselves as a whole} 
iaust increase, while the.r ratio to/| 
premiums is increasing still faster be- 
cause the rates of premium are de- 
creasing every year. There are more 
$2 and less $200 premiums annually. 

Hence the agent (and the company 
too of course) faces increasing fixed | 
charges and decreasing premiums (up-| 
on which commissions are based) for | 
writing the same aggregate liability. | 
Practically everywhere agents are now) 
complaining that their premiums are! 
less per policy per year because rates 
are constantly going down due to im | 
provements, sprinkler equipments and) 
other things, and in the towns that | 
are not growing so that there is no | 
new business to make up the differ- 
ence this is a mighty serious thing for 
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CLASSIFIED RESULTS. 





Experience of Minnesota Insurance 
Commissioner in Seeking to Collate 
Such Data. 





The interest of Prof. A. R. Whitney, 
cf the New York Legislative Investiga- 
tion Committee, in the general subject 
of fire insurance company classifica- 
tion, recalls the effort made by Insur- 
ance Commissioner J. A. Hartigan, of 
Minnesota, in this connection some 
years ago. Feeling that the procure- 
ment of broad classification data would 
be of highly educational value, Mr. 
Hartigan asked all companies repre- 
sented in his State to furnish him with 
their classified experience. The infor- 
mation was promptly supplied, but, as 
the basis used varied widely, the data 
submitted “was practically useless for 
purposes of compilation.” The commis- 
sioner then prepared a blank to insure 
uniformity of classification from all 
companies. As the preparation of the 
data upon the basis called for entailed 
3 great deal of expensive work, manag- 
ing underwriters declined to furnish it, 
maintaining that the Minnesota law did 
not authorize Mr. Hartigan’s action. 
The issue being referred to the State’s 
Attorney-General, the contention of the 
underwriters was upheld. 

Commissioner Hartigan thereupon 
dropped his quest, though retaining his 
keen interest in the general subject of 
experience classification. 





ADMITTED TO NEW YORK. 





Foreign Reinsurance Company Gets 
Empire State License—Will Go Into 
Other Fields. 





Approval of the application of the 
Union and Phenix of Paris and Madrid, 
for entry into New York having been 
given, the corporation has been duly 
licensed here. R. H. Folsom, managing 
director of the Company, advises that 
entry into practically all other States 
of the Union will be sought at an early 

. day. 

The Union and Phenix, which will 
transact a reinsurance business only 
here, has assets in the United States 
of $501,795. 

Its head office assets aggregate close 
to $20,000,000. 





FUTURE OF UNITED FIREMEN’S. 





New Interests Controlling Company 
Define Its Plans—Will Maintain 
Distinct Identity. 





Having secured a controlling interest 
in the United Firemen’s Insurance 
Company, of Philadelphia, the new 
owners make the following announce- 
ment as to their future plans for the 
time-honored institution: 

“We have purchased for account of 


our clients a majority of the stock of 
the United Firemen’s [nsurance Com- 
pany. We have also been authorized 
by them to make a further large cash 
investment in the capital of the com- 
pany, provided the same is authorized 
at the meeting of the stockholders call- 
ed for December 14 for the purpose of 
further developing the business of the 
company. 

“We are advised that it is the inten- 
tion that the United Firemen’s shall re- 
tain its separate corporate entity and 
be developed on its own lines for the 
benefit of all stockholders. 

“The board of directors yesterday 
voted to call a meeting on December 
14 for the purpose of authorizing the 
increase of the capital stock, and we 
believe all interests, including the pres- 
ent management, are co-operating in 
the proposed plan of developing the 
company’s business.” 





CONTENT WITH PRESENT PLAN. 





Continental’s Management Has no 
Thought of Revising Its Method of 
Agency Compensation. 





To a representative of The Eastern 
Underwriter, George E. Kline, vice- 
president of the Continental, character- 
ized as pure buncombe, the reported 
purpose of the company to alter in the 
slightest degree its present method of 
agency compensation. 

The story circulated declared that the 
Continental’s management had offered 


certain guaranties to its local represen- | 


tatives, not now granted, and that some 
of the agents, attracted by the pro- 
posed features, had put the matter up 
to the other companies in their respec- 
tive agencies, and asked for 
concerning it. 

Mr. Kline declared bluntly that the 
management of the Continental is well 
satisfied with its present compensation 
program and has no thought of chang- 
ing it. 

The further report that the Company 
was not living up to its pledge to the 
Western Union throughout the Western 
field, was also asserted by Vice-Presi- 
dent Kline to be baseless. On the con- 
trary, he declared, he had but recently 
returned from Chicago and found that 
in letter and spirit the arrangement 
made with the Union was being faith- 
fully carried out, and that within the 
period granted the Company in which 
to revise its agents’ contracts in the 
West (two years), these would all be 
brought into harmony with the rules of 
the governing organization. 





Emery and Norton have been given 
the New Orleans agency of the General 
Fire, of Paris, which has now been 
licensed in Louisiana. 





The Massachusetts Fire & Marine, of 
Roston, has joined the Western Union. 
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| | DIVIDENDS | Bid | Asked 
COMPANIES | CAPITAL Approx. When price | price 
| Anal. Div. Payable per ct. | per ct. 
City of New York peeeenddnnd eediepemiueekioes $500,000 10 Q Peg 305 
Common wealth. . occececcecccccooeces 500,000 10 Jad 326 sees 
Continental -. 2,000,000 40 JaJ 950 
Empire City ...----- 200,000 8 | J&d 125 
Fidelity-Phenix ... 2,500,000 v v 270 280 
German Alliance.... ° , 400-000 15 Jad 975 300 
German-American..-.-.------- seeeeeees 1,500,000 30 | Jad 550 HO 
NE CENT WEED v5.05 cntcecccccvcccccrses 1,000,000 18 J&Jd 285 295 
0s d seen gacsberdieniesen bad 200,000 30 Jad 1525 
Globe & Rutgers.......--..6 0 cee. cece eeeeeeee 400,000 40 2 475 
ES eer i UC 15 J J 200 210 
Home Fire ....-. .000 30 Jad 610 | 660 
Nassau ($50).. ,000 10 Tad 165 175 
Niagara ($50) .. 20 Jad 300 305 
North River ($2 ,( 10 A&O 155 165 
Pacific ($25). ee seeee wees . 000 14 J&a&J 185 Sie 
De CNOMEE OID oo<cc<sceiscs-csceonceses 150,000 6 Jad 90 105 
Stuyvesant --.--- . cece cece ccccrecccceecceves 400, 10 Jad 155 160 
United SN i cc dgsvin shu pabiuisies 250, Vv v 60 70 
Westchester ($10) ....------.--0eeceee cece es 400,000 35 Fa&a | 455 cee 
Williamsburg City ($50) .-..... street eeeeeees ,000 20 Jad 380 400 
LIFE 
Nee cure Shan Covaecdaodba eens 15 Q 650 660 
Connecticut General.................2+ sees 8 J&JT 250 a 
DEE antics covecovaes radilesisegs 7 A 4000 Pm 
OCMIABIR, 005 oc cccccccccccvesescesees ‘ 12 Jad } 210} 225 
10 J&JI 150 | .. 
; 12 M&N 275 o 
* 26 O& F 400 425 
Metropolitan ($25) . ea ee 7 M&N 155 175 
SSR er 10 | 450 | 500 
TEAVOUOTD TABEGIOTG 0.00. 0cccecccscecceseces 20 a 
United States Life.............ccceesccccee 7 y&és__| 90! i608 
V-No Information Q-Quarterly A-Annually 


advice | 





WORK OF THE LOCAL AGENT. 


(Continued from page 11.) 

Mr. Local Agent. The lowest commis- 
sion paid to agents anywhere is 15 per 
cent—how is it possible to cut this 
down to 10 per cent. or 12% per cent. 
initial commission and a contingent 
that they may never collect, and make 
this apply not only in the little town 
where a broker never was heard of| 
or needed, but also in the city where 
the reverse is the case? 








The theory of contingent commis- 
sions is, no dowbt, sound and its use 
practical, indeed, it has been in use for 
many years at some points by practi- 
cally all companies; but the question 
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is whether any given percentage of 
commission, no matter in what form, 
is practical for adoption all over the 
United States under all the varying | 
conditions that are to be found. It isn’t 
true of bank interest. 

The theorists say commissions should 
be the same everywhere—will they an- | 
swer “Yes” to these questions? 

Is it fair, wise or economic that they 
should be the same with widely varying 
fixed charges? ; 

Is it fair, wise or economic that they | 
should be the same in States where the 
average rate is high and the premium | 
of every policy averages larger by far | 
than in the States where the average | 
rate is low and the average premium | 
correspondingly small? 
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DEFECTIVE FLUE HAZARD 


HOW IT OPERATES IN SOUTH. 








Valuable Data Upon the Subject Col- 
lated by the Home Insurance 
Company. 





A compilation of wide interest to the 
underwriting fraternity is that newly 
prepared by the Home Insurance Com- 
pany, dealing with the fire hazard of 
defective flues in the South. The let- 
ter, addressed by Vice-President E. H. 
A. Correa, to one of the Company’s 
representatives, upon the subject, reads: 

“Your favor of the 4th inst., in regard 
to the hazard of defective flues in dwell- 
ings and differential charges upon such 
risks, according to whether the build- 
ing is equipped with standard chimneys 
built from the ground or with bracket 
or otherwise sub-standard flues, is at 
hand. 

“To reply intelligently and to deter- 
mine the extent to which the dwelling 
business of the South is subject to flue 
hazard in comparison with other sec- 
tions, we reviewed 3298 newspaper re- 
ports of fires in dwellings, covering a 
period of about ten years, with given 
causes of fire (excluding unknown) and 
have grouped them by districts. The 
full table is added at the end of this 
letter for such use aS you may wish 
to make of it. It shows as summarized 
that of the total number of dwelling fires 
the South has the highest percentage 
caused by defective flues—being 41 per 
cent. for Southern States, 33 per cent. 
for Middle and Eastern States, 38 per 
cent. for Middle West, 35 per cent. for 
Ultra West, 36 per cent, for Canada, 
and 36 per cent. average, over all. 

“Therefore, it seems evident that bet- 
terment of flue and chimney conditions 
in dwellings is of prime importance in 
Southern Underwriting. 

“Following this general review we 
take up our own loss reports of the 
Class and bearing in mind the action of 
the Association in May 1904, when a 
concession in rates was made for a 
ground flue warranty, we first made up 
a review of all dwelling losses with 
cause of fire either given or stated as 
unknown, for two periods. First for 
1898 to 1903 inclusive—in which we find 
that flue fires were 20.94 per cent. of 
the total—and, second, 1904 to 1909 in- 
clusive, during which they were reduced 
to 16.24 per cent., which indicates that 
the effect of this measure was good. 

“In connection with this flue warran- 
ty, you will remember we advocated it 
and believed it would have a beneficial 
effect, and following the establishment 
of the measure in 1904 we have per- 
sistantly impressed upon our field men 
and local agents our desire to have its 
benefits brought to the attention of 
property owners, and every possible 
endeavor made to have new houses 
built with Standard Chimneys, and in 
old ones, substitution of such made 
where possible to have it done. It 
seems fitting additionally at this time 
to review the profit and loss figures of 
dwellings for equivalent periods before 
and after the adoption of the measure 
to see whether it has produced any 
tangible benefit. We have excluded 
1904 from consideration, assuming that 
some little effect might have come from 
the measure but not enough to do more 
than slightly disturb the loss ratio and 
have taken for consideration, first, the 
five years 1899 to 1903 inclusive, and, 
second, 1905 to 1909 inclusive, for the 
States of North Carolina, South Caro- 
lina, Georgia, Florida and Alabama. 
The proportion of losses to premium 
in the latter period is lower by 7 per 
cent. than in the former period. Every 
State does not show an invariable less- 
ening in loss percentage, but the total 
figures show this lessening. 

“From the foregoing it is manifest 
to us that measures looking to remedial 











treatment of bad flues in Southern | 
Dwellings are good to apply. Whether | 
it is desirable to make any difference | 
in rate on houses equipped with brick | 
or edge flues, ventilated metal or stove! 
pipe projecting through the roof or side | 
of the building on the one hand, and a 
reasonably substantial flat laid brick | 
flue resting on joist or brackets on the | 
other hand, we are not altogether pre- | 
pared to say—as we are not in posses- 
sion of statistics covering these distinc- 
tive classes—as to the relative superi-| 
ority of the one over the other. On| 
general principles, however, we do not | 
take kindly to favoring even by in- | 
ference or negatively anything but a} 
standard chimney built from the | 
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ground.” 


Middle & Eastern States 
eae ctaaky 4aneeccaeh pao 22 
MN NDIOD bio .n5.cccceiwcrnssensces 23 
| ARRCUMIESS e CPt Se a eeeeryerc 7 
NG os en ep aviewebenadnees 83 
IES Fc Giweicntutevewereuseaus 6 
ere oct oc wuass wheres 3 
IN, 0h, bon vclclwihdeacakaieeees 112 
ee aki s sa dens bead vsadeses 40 
PO, os GSs'cn ban sabcnebaseasee 66 
NE xcs canaeks oxa% Dba satay 2 





392 
Total 1,182, of which 392 were from flues 
cent. of the total. 
Southern States 


Be GE UNE ccc ecavccecscncs 5 
Vs otaasiea tebe ub ivan cess adananat 32 
gn ME REE ee Cae are 24 
EE Oe eee ea ee 16 
CE CONE, hack be chaibeccasdbedtes 25 
Sete uacawhtanaanndan seen 29 
LC becca wana trdibeaonanaenaies 3 
Sec sch achuhees aeeenaabea ben 15 
EE ds cktidcgus snes’... cavaaasenes 40 
DEE, Giecisatcvede waht dk edeaeweses 15 
oti hice bensineGe  cbnkawe hex 114 
I Sh eb ks SoS hndnncadeceusnns 5 





Total, 795, of which $23 were from flues and said 


of the total. 
Middle West 


DME ebaatush Askeeeyseenonewtin 36 
DE io Kou tenineaseaciess Sahhheos 60 
DE. Tcchsacastiayeds: saswneannun 79 
DE cieasheut wasdcssbesscad <owees 17 
DE Gin Ke coswccidsee Sbeteheeetue 24 
DE iiitenonsns Henddesse de seneeen® 17 
ce dc kccten secs atewnedbaeee 7 
Te are rrr 22 
 nitwidecsecis aiotasehesvesbeneune 7 
DEE cecectuvasiiosewes con eeaeaenies 19 
PE cs cccctdescdesesetésses obeaee 14 
ccc ek SE EeReSe wah eee ead eae 1 
PN Goncodctess Waessconsesacdaewe 12 
2 ieee. wtb nk eae aeheeme® 3 
er rere rrr rr reer 4 
GE BO, oo bv cccusticscccesscwess 3 
DEE advccucnies sceceersenansens 6 
Ee WEE. vv o.00000duneeseeeseseeene 1 


Total 881, of which 332 were from flues and said 


of the total. 





Ultra West 
DE 2 aed ieenen: Gaehieentethes 0 
DEE Ltncisieces see hboussacest ane 64 
DE Se eecbececcce 66604600006 08000408 11 
DOR cc sccceevesessanee Gudanursace 2 
PEEL ouehingitota c0yess ctandueetoue 2 
SE o9'ktc0eGsise. Vedencosuevitenneee 14 
DEE KtabidcadivesutenVeendek wsaseeuas 3 
ER ci iuas Jewuvasd cteoeadedton 3 
WEEE cakcscicden cetdestdeuedosauc 1 
Be NE inicb usa nsnndesccacseues 0 
120 
Total 341, of which i20 ,were from flues and said flue fires being 36 
of the total. 
Canada 
So oa sce khat deetaeee bed sees peers 0 
NN 650544055 cdaseeeuseee 1 
SE. Snnkcadtakoweduy sescedwasnees 1 
BOO CORE, vc cccccveccecveveccnes 4 
PEED eicdodss dbecckeecennceus 0 
EE ae ends ceksucre hed wkaseneees een 24 
DE SE cc acadbiwdsecvsidécncasseen 1 
Prince Edward Island.........:....e.. 0 
DE Sinister sasadadees 6o00csesaeeee 5 
NUN case cccseceee svsssespace 0 


36 
Total 99, of which 36 were from fines and said flue fires being 36 per cent. 
of the total. 
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“The Renin Fire Insurance Company 
of America,” 





WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 


Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 


W. F. Whittelsey, Jr., ‘‘Marine” 








GERMANIA 


FIRE INSURANCE COMPANY 
NEW YORK 


ORGANIZED 1859 


Cash Capital... . . $1,000,000.00 
rrr 6,562,329.14 
Net Surplus .. .. 2,008,419.02 
Surplus for Policy 

Holders ....... 3,008,419.02 


HEAD OFFICE 
Cor. William & Cedar Streets 
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For The Proxection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


MAS A 
Cash Capital - - + $1,000,000.00 
Cash Assets - - + $4,395,625.89 
Cash Surplus to Policy 
Holders - + + $2,063,04401 


The real ye -¥ of an insurance company is In the con- 
servation of management, and the management of 
THE MAROVER | is an absolute assuramee of the security 
of its peliey. 

R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Sec’y 
WILLIAM MORRISON, Ass’t Seo’y 
JAMES W. HOWIE, Gen. Agent 








HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 
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Suburban Dept. —_reiepnones {2216 Job” 


FRED. S. JAMES & CO. 
123 William Street New York City 


Head Suburban Agents for 
Franklin Fire Ins. Co. ef Philadelphia 
County Fire Ins. Co. of P hiladelphia. 
National Union Fire Ins, Cu. of severe 
Delaware Ins. Co. of Philadelphia 
Svea Fire & Life Ins. Co., Ltd., of Sweden 


General Agents for 


Calumet Insurance Co. of Illinois 
Mechanics & Traders Ins. Co. of New Orleans 





This agency affords you unexcelled facil- 
ities for writing your Suburban lines. Our 
territory includes Westchester, Rockland 
and Putnam Counties, Long Island, Staten 
Island in New York State, and Bergen, 
Essex, Union and Monmouth Counties in 
New Jersey. 

Prompt Service Individual Attention 
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TWO SETS OF FIGURES, KEPT 


SHAWNEE OFFICIALS. 





BY THE 





Exact Condition of Company Known 
But Not Reported to Insurance 
Departments. 





The report of the examination of the 
Shawnee Fire, of Topeka, by Actuary 
S. H. Wolfe of New York city, repre- 
senting the insurance departments of 
Minnesota and Virginia, has been made 
public. While the insurance fraternity 
has been made aware in a general way 
of the conditions that obtained in the 
office of the Company, the exposure of 
which forced its reinsurance, the com- 
plete report makes clear the duplicity 
of the management and places the re- 
sponsible officers in an exceedingly bad 
light. Whether criminal action will 
follow, or not, remains to be seen. 

In his report Examiner Wolfe says, 
that shortly after going into the office 
of the Shawnee, he became convinced 
that the unearned oremium account 
was wrong, a condition that was speed- 
ily made evident upon investigation. 
Mr. Wolfe states that the former chief 
accountant of the Company admitted 
that the statements “as filed with the 
departments were false, untrue and not 
in accordance with the books of the 
company. That he prepared the cor- 
rect unearned premium account and 
upon presenting it to Mr. Going had 
beeh informed that the figures must be 
charged in order that the company 
might show some surplus.” This was 
accordingly done by Mr. Everle: 

That the discrepancy between the 
sworn statements and the books of the 
company might be appreciated, Mr. 
Wolfe recites that while the unearned 
premium account as presented to the 
Insurance Departments on Deember 
31st last totallea $958,146.34, the books 
showed $1,438,383.87, thus is was not 
through lack of knowledge that the 
Shawnee’s management gave incorrect 
figures in the annual report. 

Unpaid Losses. 

On December 31, 1909, the unpaia 
claims of the Company were reported 
as $88,601.79. On July 31, Mr. Wolfe 
calculates this item to have been $147,- 
549.34. 

Business Methods. 

The business methods of the Shawnee 
are characterized by the examiner as 
being exceedingly lax, large sums ol! 
money having been borrowed without 
proper authority and other important 
matters wholly ignored. 

Good Thing for Going. 

While the salary of Vice-President 
and General Manager Going was fixed 
at $5,000 a year, each month since July, 
1906, he had been in the habit of get- 
iing an additional allowance of close 
to $500, the excess payment he claimed 
being covered by a bank resolution of 
the directors “which approved all of 
the acts of the offices for the preceding 
year.” 

On July 31, 1910, Mr. Wolfe gives the 
company credit for possessing admitted 
assets of $1,479,268.21, with liabilities 
of $1,720,300.39, a deficiency of $242,- 
032.03. The conclusions of Actuary 
Wolfe are as here given: 

Conclusions of Examiner. 

First.—That on December 31, 1909, 
the company was insolvent. 

Second.—That this condition of in- 


solvency was hidden from the supervis-, 


ing officers of the various States by a 
falsification of the sworn annual state- 
ments filed with them. 

Third.—That the principal item of 
falsification was the statement of the 
unearned premium account, which was 
shown as a figure approximately $500,- 
000 lower than it should have been. 

Fourth.—That the books of the com- 
pany showing the unearned premium 
account were correctly kept. 

Fifth—That the Accountant who had 
charge of this work frankly states that 
a false statement was prepared and 
claims that he was instructed to pre- 
pare the statements in this untrue way 


by James W. Going, vice-president of 
the company. 
Sixth.—That a similar condition has 
imaintained for a number of years. 
Seventh.—That it will be found that 
the annual statements filed with your 
Departments have oeen signed by 





James W. Going, vice-president and’! 
manager, and H. 8S. Morgan, secretary. 

Highth—That a _ careful inquiry | 
should be made of the payments in| 
excess Of his salary which have been| 
made to James W. Going, with the par- | 
ticular object of determining the legali- 
ty of the resulting disbursements. | 


_ Ninth.—That a careful inquiry be 
instituted to determine the amount of 
money which has been borrowed upon | 
the notes of the company. 

Tenth.—That a proper inquiry should | 
be made of the payment of dividends | 
to stockholders, which for some time | 
past have been at the rate of fifteen | 
per centum per annum, it being appar-| 
ent from the foregoing that the earn- | 
ings of the company did not justify | 
such a disbursement. } 

Reinsurance Agreement Called For. | 
: Superintendent Hotchkiss, of the New| 
York Insurance Department has called | 
for a copy of the reinsurance agreement | 
between the Shawnee Fire and the Na-| 
tional Fire, which latter corporation | 
took over the business of the Topeka 
company. 





ANNOUNCED BY PRES. CLARK. 





Head of Aetna Advises of Consolida- 
tion of Northwestern and Western 
Departments. 





Formal notice of the merger of the 
Northwestern department of the Aetna, 
for the past twenty years located at 
Omaha, Neb., with the Western depart- 
ment at Chicago, recently noted, has 
been given agents of the Company by 
its president, W. B. Clark. Mr. Clark’s 
letter reads: 

“Twenty sears ago, when the West- 
ern branch of the Aetna was located at 
Cineipnati, the great and growing 
Northwest seemed somewhat remote, 
and we were not obtaining the amount 
f business to which such a company 
as the Aetna was entitled. For this 
reason we decided to open the North- 
western branch at Omaha, and, so to 
peak, have headquarters in the heart 
ol that section. Wm. H. Wyman, then 
assistant general agent of the Cincin- 
ati branch, was appointed general 
‘gent of the new branch, and our an- 

cipations have been fully realized, for 
under his able management our busi- 

ss in the territory under his charge 
has grown nearly fourfold. He has 
Leen ably assisted by Assistant Gen- 
e:al Agent W. P. Harford, who has 
een specially in charge of the loss de 
partment. Three years ago, when we 
‘ecided to remove the Western branch 
from Cincinnati to Chicago, we had it 
in mind that some time in the future, 
when our Omaha general agents were 
ready of their own volition to retire 
from active service, to consolidate the 
two branches at Chicago. 

“The time has now arrived, much 

oner than we expected, for we have 
the request from General Agent Wyman 
hat owing to infirmities he be retired 
from active service at an early day. 





New York New Jersey Pennsylvania New England 





“ GENERAL AGENCY OF 


EDWARD E. HALL 


45 Cedar St., New York 





Cc. B. G. GAILLARD, Sup’t of Agencies 





Representing Dixie, Peoples National, Central National, Ins. Co. of 
the State of Illinois, Metropolitan, Equity and County 


Fire Insurance Companies. 
Excellent reinsurance facilities. No overhead writing. 


All losses adjusted and paid by us. Five special agents. 
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WARREN M. KIMBALL & CO. 


100 WILLIAM 8T., N. Y. CITY, N.Y. 


SURPLUS INSURANCE 


REPRESENTING 
22 Strong American and European Stock Co’s. 
IMMEDIATE BINDERS —Guarantee Underwriters. London Lloyds 
PROMPT SERVICE ss ¢« « «# - LIBERAL COMMISSION 

















T. A. DUFFEY 


INSURANCE 


84 WILLIAM STREET NEW YORK 




















Lines BOUND and WRITTEN in Excellent Companies throughout 
United States, Canada, Mexico and Cuba 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 











“Assistant General Agent Harford has 
Leen on the sick list for several months, 
and, while he looks forward to a full 
recovery, his present condition is such 
that he feels a retirement on his part 

for the best. 

“After a visit by the writer to Omaha, 
and a full conference with our general 
avents, it has been concluded to close 
he Northwestern branch as of Decem- 

er 1 next, and to consolidate with the 
Western branch at Chicago under the 
nanagement of General Agent Thos. BP. 
Gallagher and Louis O. Kohtz, assistant 
zeneral agent. 

“It is with deep regret we send you 
this letter, for General Agent Wyman 
has spent 56 years in the service of the 
company as local, special, State and 
general agent, and no more faithful and 


FIRE INSURANCE 


GERMAN AMERICAN INS. CO. OF N. Y. 
PHOENIX INS. CO. OF HARTFORD, CONN. 
SPRINGFIELD F. & M, INS. CO. OF MASS. 


J. M. DONALD, AGENT 
24 COURT STREET 





BROOKLYN 














Western Reserve Insurance Co. !eveland, Ohio 


MARS E. WAGAR, President ROBERT E. GOOCH, Sec’y and Treas. 





Statement of January 1, pewenell 





Surplus 





JNO. A. KELLY & CO, General Agents 
‘84 WILLIAM STREET, NEW YORK CITY 








able service has been rendered by any- 





one connected with the Aetna. 

“Mr. Harford has served the compa- 
ry 15 years and retires with full honors. 
You will be advised by Mr. Wyman as 
to the details of the change, closing 
your accounts with the Omaha office, 
etc., in due time.” 


HANDLE YOUR 
SURPLUS LINES 


“The Markham Way” 


IN THE 


Individual Fire Underwriters 
OF ST. LOUIS 
THE BEST INDEMNITY 


Pierce Building St. Louis 








Considerable rivalry was shown in 
the effort to secure the Pittsburg 
agency of the Commonwealth of New 
York, which is under the management 
of the North British & Mercantile, the 
plum finally going to H. C. Raiver, who 
for many years has been resident man- 
ager for the Germania in the industrial 
metropolis. 
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EXCESSIVE PROMOTION COST 


UNITED INSURANCE CO. HIT HARD. 








Superintendent Hotchkiss Reviews Ef- 
fort to Launch Corporation—State- 
ment by Managemert. 





First of the reports covering the re- 
sult of the investigation recently made 
by the (New York Insurance Department 
of the several efforts to promote insm- 
ance institutions in the Empire State, 
deals with the United Insurance Com- 
pany of Arizona, and the United Fire 
Insurance Company of this city. 

The report after reciting the origin 
of the Arizona, or holding company, de- 
tails the plan used for securing stock 
subscriptions to the proposed institu- 
tion. The expense incurred in this lat- 
ier direction is vigorously criticised. 
While O. L. Van Laningham, originator 
of the combination company idea came 
in for a sound scoring in the report, 
the present administration is given 
credit for working along better lines. 

Plans and Methods. 

As to the plans and methods of the 
United, the report says: 

The plans and methods of this com- 
pany are characteristic of many others 
promoted in New York and othe: 
States. The shares of stock are in de- 
nominations of one dollar, so as to be 
readily salable to people of small 
means. The plan seems to have been 
to dispose of this stock at the rate of 
five for one; much stress being placed 
on the claim that, when the authorized 
capital was fully subscribed, the com- 
pany would have a surplus of $40,000,- 
000. Sales were accomplished through 
rales agents, at an average commissiol 
of 15 per cent., but, really, at a much 
larger outlay, owing to a system of 
advances to agents, which, in case of 
the agent not proving a success, was a 
total loss to the compeny. In placing 
its stock, the original promoters and 
the present management have availed 
themselves of what they choose to call 
the unit plan, which involved the sell- 
ing of the stock to a physician, a 
banker, a lawyer and an insurance 
agent in each considerable city or vil- 
lage in the United States, with the un- 
derstanding that each would become 
the sole representative in such com- 
munity of the resnective insurance 
companies to be formed; a contract 
being made in each case permitting the 
stockholders thus interested to control 
the business therein. This plan has 
been tried before, and probably will be 
again. To make it of real value to 
these “unit” stockholders, the promot- 
ing company must accumulate sufficient 
funds to organize a life insurance com- 
pany, a fire insurance company, @ 
marine insurance company and a cas- 
ualty insurance company; all of which 
its literature promises that it would 
do. In that event, each of the profes- 
sional gentlemen so interested might 
possibly secure a little “business” in 
addition to the promised dividends on 
their stock. What the organizers and 
present managers of the company 
thought of the value of the stock is 
indicated by the fact that the organ- 
izers did not take up their subscriptions 
and by the further fact that the pres- 
ent management paid for their small 
holdings of stock in notes, which are 
still outstanding. 

The following is quoted from the ex- 
aminers’ report: 

“The United Ins. Co. has had at 
various times almost 200 stock sales- 


men in its employ. Some of these re- 
ceive a salary of $150 a month and a 
commission, generally 15 per cent., on 
direct sales, and an over-riding com- 
mission of 2% per cent. to 5 per cent. 
on sales by men working under their 
direction. The non-salaried men work 
on a straight commission basis, usually 
15 per cent. The commission was 
based on the selling price and not on 
the par value of the stock. * * *| 
The commissions, salaries, traveling | 
expenses and advances to salesmen | 
amount to 140 per cent. of the par 
value of stock sold to date. This is! 
exclusive of all other expenses and 
disbursements. The total cost of sell- 
ing the company’s stock is 242 per cent., 
or an expenditure of $2.42 for each $1) 
share sold.” 

Answering the criticism of the Insur 
ance Department, the management of 
the United issued the subjoined state- 
ment: 


Statement by the Management of the 





United. : 


The attention of the officers of this 
Company has been called to a circu- 
lar letter addresed by the Superintend- 
ent of Insurance of the State of New 
York to “Editors” and containing what 
is presumably a resume of that offi- 
cer’s report, based upon an examination 
of the Company’s books. 

This examination was concluded 
more than a month ago, and a tenta- 
tive report drawn up, a copy of which 
was sent this Company. Upon a hear- 
ing, the Superintendent ordered the re- 
port amended in several particulars, 
and stated that a copy of the amendea 
report would be sent the Company 
when completed. We feel that the in- 
terests involved require a reply in sev- 
eral particulars. 

In the first place, much of the report 
is devoted to O. L. Van Laningham, 
formerly connected with the United— 
and his history as a promoter is dwelt 
upon at length. Van Laningham sev- 
ered his connection with the Company 
nearly a year ago, and this fact was 
known to the Superintendent of Insur- 
ance. The $15,000 compromise with 
Van Laningham adversely commented 
upon was for money actually advanced 
the Company by him, and was legally 
and in good faith due him. This trans- 
action was fully explained to the In- 
surance Examiner, who did not ques- 
tion its bona fides. 

The stock salesmen feature is an- 
other subject of attack. The plan of 
organization adopted by the Unitea 
was to sell its stock to those who were 
to be its local representatives, thus 
building up at one and the same time, 
a large Agency force, prepared to im- 
mediately furnish the Company a large 
volume of business as soon as its or- 
ganization is completed. When that 
was accomplished, and approximately 
900 Agencies established in forty-two 
States, stock salesmen were practically 


dispensed with, and the officers turned | 


their attention to interesting large cap-| 
rtalists—a work that is now progressing | 
satisfactorily. In addition to this! 
agency force, over 200 bankers in the! 
several States are interested as stock-| 
holders of this Company, and affording | 
to it their local influence. 

The statement of assets and liabilities | 
contained in the circular is both unfair | 
and misleading. In treating of expen-| 
ditures, the Examiner has entirely) 
omitted reference to the most valuable | 
asset which any Insurance Company | 
possesses, which was acquired by a 
large part of the expenditures, that is, | 
the agency organization (in this in-| 








105 WILLIAM STREET 


WHILDEN & HANCOCK 


NEW YORK 





U.S. MANACINC UNDERWRITERS 
Monongahela Insurance Company of Pittsburgh, Incorporated 1854 


General Agents, including New York City 
German-American Insurance Company of Pennsylvania, Incorporated 1873 
Austin Fire Insurance Company of Texas, Incorporated 1902 
Commonwealth Fire Insurance Company of Texes, Incorporated 1903 
Republic Underwriters of Texas, Incorporated 1906 
Central National Fire Insurance Company, Incorporated 1909 


General Agents, New York Suburban Territory 
Philadelphia Underwriters of Philadelphia, Founded 1895 
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stance nearly 900); everyone under 
signed contracts to represent not only 
the Fire Branch, but also the several 
other Branches of Insurance which it 
is proposed to conduct. A conservative 
estimate of the cost of securing these 
agencies based upon thirty years of 
underwriting experience, would be at 
least $90,000. This expense has been 
charged to organization cost, while it 
should be charged to underwriting ex- 
pense. Deducting the above item, the 
organization expense is largely reduced. 
No credit is given in the report for 
the wide publicity given the United’s 


plans, which are generally known 
throughout the United States, and for 
the accruing benefit therefrom. The 


expense of publicity has entered large- 
ly into the general expenditures, and 
a proper credit should be accorded. 

After an exhaustive examination of 
the Company extending over two weeks, 
the Superintendent of Insurance is un- 
able to point to the issuance of a single 
share of watered, bonus or promotion 
stock, or to one dollar of graft or mis- 
application of funds. 

In this circular he states that the 
present management is actuated by an 
endeavor to start an Insurance Com- 
pany, and he knows from the examina- 
tion made, that no promotion profit is 


to ensue therefrom directly or indirect- | 
| 


ly for the management. 


He should in all fairness have added 


as the examination has shown, that 
these officers have given all their time 
and their best efforts to protect and 
promote the interests of the stock- 
holders, at salaries so small as to mean 
a financial loss to themselves. 

We are convinced that the amount of 
the necessary capital will be interested 
and this Company be made a valuable 
factor in the insurance world. Failure 
will not be due to lack of honesty and 
diligence on our part. 
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TOTAL LIABILITIES $2,585,953.23 
POLICY-HOLDERS SURPLUS $2,610,064.23 

















Hockstein, Regen & Co. 


NEW JERSEY AGENCY 
REPRESENTING 


PITTSBURGH UNDERWRITERS 
FRANKLIN FIRE INS. CO., PA. 


OFFICE: 
76 WILLIAM STREET 
NEW YORK CITY 
TEL. JOHN 1278 
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THE NORTH RIVER 


INSURANCE CO. 


OF NEW YORK 
95-97-99 William Street, N. Y. City 





INCORPORATED 1822 











CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 
_ ASSETS 
12-31-07 
Empire City Fire Ins. Co., = 1850..... $566,779 


Nassau Fire Ins. Co., Imc, 1852........... 748 381 
P. ter Cooper Fire Ins, Co. tee. 1853..... 431,906 
National Lumber Ins. Co, "Inc. 1905..... 355,801 


(Writing Woodworkera ‘and Lumber only) 
United States Fire Ins. Co., Inc. 1824... 500, 016 
Dutchess Fire Ins. Co. . 19 . 

(Where not locally represented) 


TOTAL ASSETS DEC. 31, 1909 FOR WEW YORK CITY 
AACHEN & MUNICH FIRE INS. CO. 
$2,189,920.00 ALLEMANPPERSON FIRE t INS. CO, 
—e 
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THE FIRST OF ITS KIND 


THE AUTOMOBILE INSURANCE COMPANY OF AMERICA 


INDIANAPOLIS, INDIANA 
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BARRY AMPLIFIES HIS VIEWS ON 
COMMISSION QUESTION. 





(Continued from page 10.) 
experience. He is intelligent, makes a care- 
ful study of his business, perfects himself 
in all of its details, is consciéntious in his 
work and jealous of the rights and interests 
of the companies he represents. He keeps 
a close tab on the condition of risks, care 
fully looks to their moral and physical haz- 
ard, urges his customers to improve their 
risks, pointing out how this may be done, 
and thus reap the benefit Sf reduced rates, 
keeps off bad risks, cancels business when 
changed conditions make such action prudent, 
and as a result of all this shows, at the end 
of the year, a low loss record and a hand- 
some profit for his companies. He is a ben- 
efit to all concerned, except, possibly, him- 


self. 
Other Side of Picture. 

His competitor has just engaged in the 
business with no experience and no con- 
science. His sole concern is to pnt upon his 
books a large volume of business, having 
an eye single to the commissions he will re- 
ceive. As a result he writes everything he 
ean induce his companies to take and closes 
the year with losses in excess of his pre- 
rium receipts. 

And these two agents are compensated 
alike as far as commissions are concerned. 

What is there in this situation to induce 
an agent to have any care whatever for the 
interests and the protection of his companies 
and the public as against his own natural 
desire to swell his income and the desire of 
his customer to cover any property he may 
possess regardless of the physical or moral 
hazard and possibility to over-insure it as 
well? 

What is there in this situation to even 
suggest to the agent that he has any client 
but the man who comes to him to purchase 
fire insurance and who pays him the pre- 
mium on which his commission is computed? 

Effect of Present System. 

The present system of compensating 
agents tends to array the agents against the 
companies they represent and to build up 
between them a barrier of hostile interests. 

It tends to vover-insurance. the covering 
of risks which in the interest of the general 
public should never be insured and thus 
leads to arson and crime. It discourages, 
rather than encourages, the improvement of 
risks and the elimination of hazards and 
makes it an object for the agent to lose 
sight of the fact that he is primarily the 
representative of his companies, charged 
with the duty of zealously guarding their 
interests without dving violence to the legi- 
timate interests of the insuring public with 
whom he deals The retention of such a 
system makes fire insurance companies ap- 
pear ridiculous to the average business man. 

Even at the risk of drifting from my text 
I am constrained to remark right here that 
until companies cease to countenance the 
growing practice of permitting the largest 
and most profitable lines in the local agent's 
territory to be controlled over his head by 
agents and brokers of other States who ab- 
sorb the lion’s share of the commission, they 
ely expect agents thus deprived of 






can sec 








ecemmissions which justly belong to them to 
be paragons of loyalty : 
Takes Shot at Separation. 


Another feature of the business for which 
I can find no excuse or justification is the 
action of some companies in paying an agent 
a given rate of commission if he conducts 
a so-called mixed agency and higher com- 
missions if he represents companies of a 
certain class only. There can be no reason 
why the should be worth 
more to a company under one condition than 
the other. The net result of this practice 
can only be public agitation and hostile leg- 
islation. 

I firmly believe that the agent is worthy 
of his hire, but I do not believe he will 
ever receive the compensation which is just- 
ly his due so long as he is the creature of 
a system which multiplies agencies out of 
all reason, which permits the broker to rob 
him of his just compensation, which dis- 
courages conscientious, intelligent, painstak- 
ing effort to i rove conditions and places 
a premium upon incompetency, carelessness, 
selfishness and, to some extent, crime. 

The companies have much to answer for 
in this connection In their mad rush for 





same business 








volume they multiply agencies with utter 
disregard for the fitness of the agent and 
with an eye single to the contro! of a few 


risks more or desirable, thus taking 
from agents who make a study of the pro- 
fession and know how to conduct it proper- 
ly, business which rightfully belongs to 
them 

This multiplicity of agencies tends not 
only to fasten upon the business a horde 
of careless incompetents, but to materially 
increase the expense item of which the pub- 
lic complains 

Would Rank Much Higher. 

It goes without saying that if the bust- 
ness were kept within proper agency chan- 
nels it would occupy a far more exalted 
position than it now does in the estimation 
of the public and be conducted at a matert- 
nily less expe to the rate payer and far 
greater profit te the agent worthy of the 
name, 

My Investigations force me to the concln- 
ion that eompetition in. recent vears has 











heen more in the li ef multiplying agents 
end brokers and at an in- 
creased com . it has in 
the directio lecreasing » waste and 





In this connection it ocenrs to me to re 
the cost to the insured 
mark thot the insuring public is more oF 
less nonpluesed by the fact that companies 





find it necessary to pay the highest price 
for business in localities where there is the 
greatest demand for the commodity they 
have to sell. Possibly there may be a rea- 
senable explanation of this, but if so it has 
not been made within my hearing. The 
argument of increased cost of conducting the 
agency business in those cities will not suf- 
fice, for it is readily overcome by the in- 
creased volume of business which the agent 
can place upon his books. However much 
the situation has been explained, the pub- 
llc is still waiting for an explanation that is 
reasonable and satisfactory. 
Neither Reason Nor Excuse. 

There is no reason in the declaration that 
the activities of brokers necessarily increase 
the cost of procuring business in the large 
cities. The simple fact that the companies 
permit themselves to be held up by the 
brokers for the latter’s compensation is 
either a reason nor an excuse. It is merely 
a confession of weakness. It is conceded 
by every one that the broker is primarily 
and solely the representative of the assured 
who alone profits by his services. He should, 
therefore, look to his client for his com- 
pensation and rot be permitted to force a 
disinterested third party to compensate him. 
If the companies would present a united 
front and take a firm stand in favor of their 
own agents, the indefensible conditions now 
existing in the large and so-called excepted 
cities would be speedily eliminated. I have 
no thought of belittling either the broker 
or the value of his services. I merely con- 
tend that under the present system he is 
not being compensated by the person by 
whom he is employed and for whose benefit 
his services are rendered. 

Being of the opinion that the present sys- 
tem of compensating agents of fire insur- 
ance companies is against the best interests 
of the insuring public, the companies and 
the legitimate agents themselves, resulting 
in the undesirable, costly and unhealthy con 
dition of which mention has heen made. I 
have earnestly sought a solution of the 
problem and have been able to find it only 
in the adoption—preferably by cempany ac 
tion, but by State legislation if necessary— 


to suspicious burning, more mindful of the 
fact that the welfare of their particular 
locality, their country and mankind, not to 
vention their own financial welfare, calls 
for the preservation rather than the destruc- 
tion of property, by the same token, it seems 
te me, it will have the same beneficial ef- 
fect upon the great army of local agents 
transacting business throughout the ccun- 
t 


ry. 

Through the enlistment of this vast army 
of local agents in the active work of reduc- 
ing the fire waste of this country the move- 
ment would be given such an impetus that 
the results would be immediate and wide- 
spread. As it is the fire insurance com- 
panies set in motion and to a large extent 
support practically all agencies that make 
for any reduction in fire waste. However, 
they not only fail to utilize the most power- 
ful ally at their command and make it a 
indterial financial object for their agents to 
exert themselves to the utmost to eliminate 
the causes of fire and thus reduce fire 
waste, but, on the contrary, encourage 
these agents, by substantial rewards through 
increased volume of premiums and commis- 
sions, to be indifferent, careless and neglect- 
ful with respect to this important work. 
The result is exactly what might he ex- 
pected from such short-sighted policy. 

Some Blame Elsewhere. 

But culpable as the companies are in this 
respect, they have less to answer for than 
has the general public, which, it has thus 
far been impossible to arouse to a realiza- 
tion of its duty. As previously stated. 
rractically every agency designed to prevent 
fire (not to control them after they have 
oree started) in our cities and towns have 
been established, fostered and maintained 
by the fire insurance companies, and these 
companies should be given due credit for 
their effective work in this connection. Their 
efforts to interest the public. even the busi- 
ness public whose interests sre particularly 
at stake. in this great work have been 
barren of appreciable results. The publie 
has failed to sense the fact that what fire 
destroys can never he restored, but is gone 
forever. It has apparently heen blinded by 


of a system that has in it elements that , the knowledge that the destroyed property 


make it an object for the agent to do his 
utmost to improve the physical hazard, avoid 
the moral hazard, frown upon overinsurance 
ciscountenance the demoralizing rebate and 
erert himself to prevent fires and thus con 
serve the resources and property of the 
country and protect human life. 

Identity of Interests. 

T know of no system of compensation that 
will accomplish this result save one that, 
te the fullest possible extent, will make an 
underwriter of the agent by making his in- 
terest and that of the company and the gen- | 
eral public a common one. } 

For many years it has apparently been 
generally accepted as a settled fact in the 
business that the best results could be ex- 
pected from general agencies that were per 
mitted to share in the profits of the busi 
ness transacted in their respective jurisdic. | 
tions. In at least a few instances this meth 
ol of compensation has been extended to 
the special agency field with gratifying re- 
sults. Why it eannot be as profitably ex- 
tended to include the local agency system is 
a question which I have not yet heard sat 
isfactorily answered, although I have songht 
an answer in many widely varying direc 
tiens. 

The one contention advanced and em- 
phasized over all others is the familiar and | 
oft-expressed argument that if one of the | 
companies represented by an agent com 
pensated hy a flat contingent commission | 
suffers a severe loss during the early months 
of the year, it cannot hope to receive ma. | 


more business from that agent for the hal 
ance of that partienlar vear and must thus 
lose while the other companies in the agency 
gain business which it would control under 
other conditions. 

Doesn’t Think Much of It. 

It appears to me that instead of being 
of any potency this argument is of no force 
whatever. In the first place it presupposes 
that the agent will be absolutely false to his 
trust. a supposition which I am not pre 
pared to endorse, and blind to his own best 
interests if he hones to continve in the 
brsiness, but more than this, it does absolute | 
violence to the now generally accepted truth | 
that fire insurance is 2 business of averages 
Unless they are prenared to admit that each 
separate risk should he rated on its indi 
vidual experience and that the doctrine of 
average has no place in the fire insurance 
lnsiness, those who make this objection to 
the profit-sharing plan of compensating local 
agents have no hasis whatever for their 
argument. The tule of sverage must apnly 
here just as it must apply in other branches 
of the business. 

The agent who would adont the short 
sighted policy cited bv the objectors is the 
same agent who will lead his comnanies un 
with overinsured risks. bad hazards and all 
kinds of undesirable business for the sole , 
purpose of fattening his ineome under ex- | 
isting conditions, and he is better out of the 
business than in it. 

While this agent 1s resorting to the nac- 
tion so munch feared by opnonents of the 
profit-sharing system. the comnanv§ from 
whom he withholds business will, for like 
reason. if their position is correct. he gain- 
ing in other agencies, so that Its average 
will be faithfully maintained 

Would Solve Many Problems. 

To my mind the adoption of the flat and 
contingent commission plan of compensating 
loeal agents will solve many of the verv 
nerplexing proviems now confronting the 
fire inentrance bneiness. If the profit-sharing 
plan makes general and snecial agents more ! 
earefnl and eonecientions in the performance 
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wary of overinsnrance which too often leads 
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was to a greater or less extent insured and 
thus bulled into complacency by the thought 
that money would be forthcoming with 
which to some extent replace it 


Public Needs Awakening. 

In most cities and villages, of which fl 
have any knowledge, the combined efforts 
of the insurance iuspectors and the munici- 
pal authorities, coupled with promise of 
reduced premium rates and threats of prose- 
cution, have failed to induce property owners 
to clean = their promises or otherwise im- 
prove conditions which make for fire waste. 

If the public would awaken to a realiza- 
tion of conditions and a keen sense of its 
duty, the fire waste of this country woald 
cease to be ten times that of foreign coun- 
tries and the cost of fire insurance corre 
spondingly greater here than in the countries 
across the seas. For the same reason the 
peeg eS cost of providing and maintaining 
fire-fighting facilities in this country would 
be enormously reduced. 

It is true that we have municipal laws 
and ordinances which were enacted with a 
view to the prevention of fires and the con- 
sequent reduction of fire waste. But the at- 
titude of the public toward this important 
subject is such that these ordinances are 
honored more in the breach than in the 
observance. 

Let me relate a single instance. I have 
in mind that one of the principal officers of 
a fire insurance company was, within the 
past eighteen months, haled before a magis- 
trate for entering upon the construction of 
a building of a prohibited type within the 
fire limits. He plead guilty and was as- 
sessed and id a fine for violating the fire 
ordinance and then, with the full knowledge 
ef the municipal authorities who had caused 
his arrest, proceeded to complete the build- 
ing according to the original plans. Here 
you have an official of a fire insurance com- 
pany who, above all others in the commun- 
ity, should be active in insisting upon proper 
ecnstruction and the enforcement of ordi- 
paneces enacted to secure it and prevent 
fires, openly violating the law and then af- 
ter an outraged public had punished him 
for such violation, being permitted by the 
self-same public to resume operations and 
continue the violation until his purpose was 
accomplished. While this is doubtless an 
extreme case, I very much fear that public 
sentiment on this important question is much 
the same the country over. 

Must Deserve Rate Reduction. 

It is for this reason I assert that the pub- 
lic itself is the gfeatest offender with re- 
spect to fire waste’nand it should not, there- 
fore, expect to escape the consequences of 
its own shortcomings. In my judgment, it 
can never hope for a material reduction in 
the cost of fire insurance until it awakens 
to the situation and co-operates earnestly 
in all movements which have for the object 
the removal of causes of fires and the les- 
sening of fire waste. 

By making their thousands of agents 
throughout the country partners in their 
business and thus vitally interesting them 
in the financial result of their operations, 
the fire insurance companies of the country 
would set in motion a mighty force that 
would ere long enlist the enthnsiastie co- 
operation of property owners and the public 
generally. The former by making them see 
that improvement of their risks meant a re- 
duction in the cost of indemnity and the 
latter by arousing them to a sense of their 
duty to aid in the work of preserving that 
which exists for the use and benefit of them- 
selves and those who are to come after 
them, 

The activities of this great force of per- 
sonally interested agents would in time 
bring about all those things which are ad- 
vocated as essentials to the accomplishment 
of the desired object—better building laws, 
improved fire-fighting facilities, greater clean- 
liness, the investigation of fires through a 

. properly conducted fire marshal depart- 
ment in every State, the elimination of haz- 
ards, ete. 

Elimination of Undesirables. 

I am fully persuaded that the ultimate 
effect of the general adoption of the flat 
und contingent commission system of com- 
pensating local agents would be the elimina- 
tion from the business of undesirable agents, 
rehating which benefits a favored few at the 
expense of the great body of rate payers. 
the menacing problem presented by so-called 
excepted cities, relief rules, varying rates 
of commission in different sections of the 
country, preferred risks with the necessary 
coufession that the owners thereof are being 
charged more than the indemnity is worth 
and other evils which, if not speedily abat 
ed, will result in a demand in all States of 
the Union for legislation establishing State- 
Tating commission. 

It may not be amiss for me to remark 
right here that the experiments thus far 
made in the line of State rating have not 
heen so successful as to warrant their adop- | 
tion by other States. In one State at least 
the efforte of the law makers have fallen 
so far short of accomplishing the object 
songht. whatever that may have heen, that 
those responsible for the !aw found it_nec 
essary to put the tax payers of the State 
te the expense of a special session of the 
legisiature to accomplish its repeal. There 
is: nothing to warrant the hope that the law 
enacted to take its place had been more in 
telligently or scientifically constructed. 

In my judgment. the making of rates enn 
hest he done by those who are trained in 
the business. If it be necessary for the 
State to protect its citizens by law from 
unjust exactions. let that law supply what 
the companies through jealousy of each oth- 
er have thus far failed to establish: that is. | 
n uniform classification of risks so that the 
experience of each company with respect to 
each classification can be readily determin- | 
ed. Then let there be a State commission 
to which any insurer who deems he is be- 
ing charged too high a rate can appeal for 


redress. Reference to the classification 
would determine the justness of the rate 
charged. 


But I have faith to believe that with all 
agents financially interested in the success 
or failure of the companies they represent 
and thus spurred on to exert themselves to 
reduce fire waste to the minimum, the result 
would be the co-operation of the insuring 

ublic for the purpose, if no other, of reduc- 
ng the — rates it is called upon to 
ay and in time such a substantial reduction 

n losses that the cost of fire insurance 
would be so materially reduced that it would 
not agitate the property owner as it does 
new. ‘The insuring public would be con- 
tent to pay the —_ of conducting the 
business under such conditions no matter 
what proportion of the premium paid that 
item might represent. 

Emphasizes His Argument. 

I repeat that once made to understand 
the situation and euabled to see that the 
great agency forces of the companies 
throughout the country were working ef- 
fectively to reduce fire waste and thus lessen 
the cost of fire insurance, the rate payers 
would be better content if 90 per cent. of 
the premiums were paid eut for the expense 
of conducting the business and but 10 per 
cent. for losses than they would if the per 
centages were reversed, for they would be 
the gainers throngh decreased premiums aid 
the preservation of the property and 
resources of the country, which are now 
being wiped out to the extent of $215,000,000 
per annum, 

I am as firmly convinced that unless the 
companies unite to bring about a radical 
change in existing conditions the various 
States, through their legislatures, will 
eventually foree the profit-sharing plan of 
agency compensation as a means of putting 
an end to conditions which are fast he- 
coming intolerable. The great danger lies 
in the probability that this effective solu- 
tion of existing problems will not be reach 
ed until after costly and ruinous political 
expedients and unscientific experiments have 
been tried and found wanting 


TEST CASE TO BE BROUGHT. 








Would Restrain Indiana From Col- 
lecting Excess Back Taxes. 





Suit to enjoin the Indiana Insur- 
ance Department from collecting excess 
taxes for the past five years, under the 
reciprocal law of the State, will be in- 
stituted by the fire insurance compa- 
nies of New York and New Jersey. 





New Jersey Agency Appointments. 





Aachen & Munich.—Chas. N. Bancker, 


Ridgefield Park: John P. Hoes, Mont- 
clair; Joseph Roy Oliver, Millville: 
Caleb H. Cramer, New Brunswick: 


Samuel G. Shaw, Burlington. Alliance.— 
W. Frank Parker, John Watson, New 
Brunswick. Calumet.—Craword Mil- 
ler, Camden; Charles H. Ziegler, River- 
side; Walker and Farrelly, B'izabeth: 
Barton F. Sharp, Bridgeton; James R. 
Headley, Millville. Delaware.—I. Mul- 
ford Smith, Camden; Reuben E. Adams, 
Pleasantville. General Fire, Paris.—A. 
H. Phillips Co., Atlantic City; E. Fred 
Flindell, Newark; Frank W. Farrelly. 
Paterson. Hanover.—Simmons & Good- 
win, Millville. Hartford.—John B. and 
Theodore Ayers, Morristown: Kelly 
©’Donoghue Co., East Orange; Taylor 
& Le Coney, Moorestown: Le Roy E. 
Warren, Princeton. Home.—Taylor & 
Le Conev, Moorestown: William B. 
Snyder, H. W. Bishop, Camden; Edward 
Everett, Trenton: John B. and Theo- 
dore, Ayers, Morristown. London & 
Lancashire —Groel & Feldman. New- 
ark. Northern Assurance.—Wil'iam L. 
Taylor, Montclair. North British & 
Mercantile, London.—John B. and Theo- 
dore Ayers, Morristown. North British 
& Mercantile, New York.—Howard I. 
Johnston, Morristown: Ross M. Wick- 
ham, Newark. Penrsvivania —Arrold 
Rinne Weehawken. Roval—Edward T. 
McElbone, Gloucester City. 


CASUALTY AND 





SURETY HAPPENINGS 





VIGOROUS DENIAL. 


Chief Executives of Interested Com- 
panies Assert Merger Report Is 
Untrue. 


Both President Cator, of the Ameri- 
can Bonding Company, and President 
Stone, of the Maryland Casualty Com- 
pany, deny unqualifiedly the report, giv- 
en currency in a recent issue of a Bal- 
timore daily paper, that a merger be- 
tween the two corporations was likely 
to be brought about at an early date, 
and that Mr, Cator was to become vice- 








LICENSED IN PENNA. 





Western and Atlantic Fire to Be Oper- 
ated in Keystone State by Petti- 
bone & Krouse. 2 

Under the management of Pettibone 
and Krouse, of Philadelphia, the West- 
ern and Atlantic Fire, of Nashville, 
Tenn., which has newly been admitted 
to Pennsylvania, will be operated in the 
Keystone State. 

The Company has a fully paid capital 
of $150,000 and a net surplus of ap- 
proximately $120,000. The purpose of 
the management is to increase both 
capital and surplus accounts until each 
aggregates half a million dollars. 


FORMING AT SCRANTON. 





Preliminary Organization of the Peo- 
ple’s Anthracite Insurance Company 


to Be Effected. 
At Scranton, Pa., on the 19th inst. 
the preliminary organization of the 


People’s Anthracite Insurance Compa- 
ny will be formed. The corporation 
will insure against loss by fire, and, 
providing it can be done on a safe 
basis, against loss by mine caves. It is 
proposed to make the capital $1,000,000 
with an equal surplus. 

The par value of shares is placed at 
ten dollars, the selling price twenty dol- 
lars. Fifty cents is demanded upon 
each share at the time of subscription, 
$1 within ten days thereafter, and the 
balance at the rate of one dollar per 
month. 

The limit of organization expense is 
fixed at ten per cent. The Anthracite 
Finance Company, Inc., is promoting 
the enterprise. 





Coming Into New York. 


To meet the requirements of the New 
York law the charter of the Mononga- 
hela Fire, of Pittsburg, will be amend- 
ed, and admission into the Empire State 
sought by the Company at the begin- 
ning of the new year. W. G. Whilden. 
of the New York City managerial and 
local agency firm of Whilden & 
Hancock, is president of the Monon- 
gahela. 





A convention of general agents and 
resident managers will be held at the 
head offices of the Title Guaranty and 
Surety Comnanv of Scranton, Pa., on 
the 14th and 15th instant. 











M4NACER WANTED 
EXCEPTIONAL OPPORTUNITY for EXPERIENCED 


‘‘Personal Accident and Health Insurance’’ Field Man 
to secure Home Office Position. 

Personal record as to Production and Ability to Secure 
and Train men in the business, 
correspondence confidential, address, 

“HOME OFFICE MANAGER” 
In care of The Eastern Underwriter 


must stand investigation. All 


105 William Street, New York 











president of the Maryland Casualty 
Company. 

In reply to a direct inquiry upon the 
eubject, President Cator said to The 
Eastern Underwriter: 

“The American Bonding Company 
has not been, and will not be, absorb- 
ed by or merged with the Maryland 
Casualty Company or any other com- 
pany.” 

The denial of President Stone, of the 


Maryland Casualty, was equally posi- 
live. He said: 
“So far as my knowledge extends, 


there is no probability at this time of 
any merger between this Company and 
the American Bonding Company.” 





CATOR TO SUCCEED LYMAN? 





President of American Bonding Likely 
to Be New Head of Surety 
Association. 





The annual meeting of the Surety As- 
sociation of America will be held in 
this city to-day (Thursday). Matters of 
unusual importance, it is understood, 
will be presented, the question of rein- 
surances being slated for special con- 
sideration. 

It is rumored that George B. Cator, 
president of the American Bonding 
Company, will be elected president of 
the Association in succession to Henry 
ly). Lyman. 





CAPITAL TO BE DOUBLED. 


Travelers Indemnity Company to Is- 
sue $500,000 of New Stock at 
$150. 


On November 14 the stockholders of 
the Travelers Indemnity Company, of 
Hartford, will hold a special meeting to 
consider the recommendation of the di- 
rectors that the capital of the corpora- 


tion be increased from $500,000 to $1.- 
000,000, the new shares to be sold at 
#150, the premium going to surplus. 


Since its formation in 1996 the Compa- 
ny has prospered steadily and the pur 
pose of the new capital is to permit of 
still greater development. 





Insurance of Partners. 





The desirability of partnership acci- 
aent insurance is thus set forth by the 
Tinited States Health & Accident of 
Michigan: 

“It frequently happens that the death 
of one of two partners is a serious blow 
to the business affairs of the remaining 
nartner. To guard against this agents 
frequently solicit both partners at the 
came time. and this is the argument 
they use: In event of either partner 
veing disabled from illness or accident 
the business suffers and consequently 
hoth of these partners should take out 
a protective policy, charging the pre- 
mium to the business and have the in- 
demnity paid into the firm should either 
ore be disabled by any illness or any 
accident. If the disability from acci- 
dert is so serious that death results 
within ninety days, the death benefit is 
also paid to the firm by each partner 
makine the other the beneficiary in the 
insurance. A $10,000 policy instantly 
becomes a $15,000 policy as regards ac- 
ciderts happening under conditions for 
which double benefits are payable. For 
instance: The firm of Jones & Smith 
hoth insure, taking $10.000 (maximum) 
De Luxe policies. Jones names Smith 
ac beneficiary, and Smith does the same 
for Jones. In event of Jones being ac- 
cidentallv killed while traveling for in- 
stance, the Insurance Company is called 
upon to pay $10.000 under Jones’ own 
nolicy and $5.900 under the beneficiary 
nart of Smith’s policy. So by making 
insurance in this wav a partnership js 
greatly strengthened should accidental 
death or disability from any acci- 
dent or illness happen to either of the 


| partners.” 
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SEEKING MANAGERIAL TALENT. 





Underwriter and Agency Manager 
Wanted for Atlanta Casualty 
Company. 





Several changes have recently oc- 
curred in the executive staff of the 
Great Southern Accident and Fidelity 
Company, of Atlanta, one of the newer 
casualty institutions of the South. S. 
E. Smith has been elected vice-presi- 
dent in succession to E. S. Moore, while 
the executive committee has been in- 
structed to engage the services of. an 
experienced underwriter, and also a 
capable general manager of agencies. 
It is probable that D. H. Willard will 
be secured in the latter capacity, 
though the matter has not yet been 
definitely decided. Several parties are 
under review for the post of under- 
writing manager, one of which will 
likely be chosen within a short time. 





NEW REPRESENTATION. 





United Surety Company Rearranges Its 
Field Force in Nebraska and 
lowa. 





Following the resignation of W. 
Farnam Smith and Company as general 
agents of the United Surety Company, 
of Baltimiore, for Nebraska and Iowa, 
the Company has rearranged its field 
representation in both States. 

The Royal Indemnity Company, of 
Omaha, F. W. Heron, president, and E. 
L. Culver, secretary, has been given the 
Nebraska State agency, while a dozen 
direct reporting representatives have 
been selected at various central points 
in Iowa. 





HAS PAID CAPITAL OF $500,000. 





International Casualty Company of 
Spokane Writing Several Lines 
of Business. 





Having secured a paid-up capital of 
$500,000, the management of the Inter- 
national Casualty Company of Spokane, 
Wash., is now bending its energies to- 
ward getting additional subscriptions 
and thus make the authorized capital 
of the enterprise $1,000,000 fully paid. 
The prediction is confidently made that 
the larger sum will be in hand by the 
first of the new year. The Internation- 
al is now writing personal accident 
and health insurance, and automobile 
fire, theft collision, property damage 
and liability. Additional lines will be 
taken up as seems desirable. 

E. O. Burgan, managing underwriter 
for the Company, was formerly identi- 
fied with the Security Casualty Compa- 
ny of Indianapolis. 





WOULD WIND UP COMPANY. 





State Begins Proceedings Against the 
Columbus Casualty of Ohio—Con- 
Spiracy Alleged. 





Columbus, O., Oct. 11—Action in quo 
warranto to oust the Columbus Casualty 
Company, asking for the appointment 
of trustees to wind up the company’s 
affairs and praying for an injunction to 
restrain the company from disposing of 
its assets, was begun yesterday in the 
Circuit Court for Franklin County, by 
Attorney-General U. G. Denman, on the 
initiative of Superintendent of Insur- 
ance C. C. Lemert. Former Governor 
James F. Campbell, of Ohio, also 
brought suit, in Common Pleas Court, 
on behalf of 62 stockholders living in 
and around Hamilton, O., to hold the 
officers of the company responsible for 
losses arising out of the alleged illegal 
ehifting of the company’s funds, 

The petition in Denman’s suit alleges 
a conspiracy, involving officers and direc- 
tors of the company, O. R. Farrar, former 
vice-president and general manager and 
now head of the Columbus Securities 
Company, and J. F. Allen, a New York 
broker, to defraud, by exchanges of 


money and certificates of deposit, the 





stockholders of the company. It is al- 
leged that the company suffered a $26,- 
600 impairment of capital in December, 
which was made good, but that another 
impairment of $20,600 was found in 
June, which was ordered to be made 
good by July 25; but this impairment 
was not restored. It is further alleged 
that the company was ordered to with- 
draw all its deposits from New York 
banks, to bring them to Ohio, and to 
invest them according to law, which 
was not done. Present impairment of 
$83,000 is alleged, of which $61,000, ac- 
cording to the petition, is unaccount- 
ed for. 

At a meeting of the directors Satur- 
day afternoon, a resolution was adopt- 
ed to discontinue business and to wind 
up the affairs of the company. Another 
meeting was held yesterday morning, 
at which J. R. Horst, attorney; S. D. 
Hutchins, president, and Dr. W. U. Cole, 
vice-president of the company, were ap- 
pointed trustees to wind up its affairs. 
Judge Lemert was apprised of the meet- 
ings and of yesterday’s action. He at 
enee notified the company to maintain 
its assets intact, and, at his suggestion, 
Treasurer Frank R. Shinn refused to 
turn over to the trustees the money on 
hand. 

Liabilities of the company, consisting 
of re-insurance reserve of unearned 
premiums, aggregate between $17,000 
and $18,000. The company will be able 
to pay all this amount to its policy- 
holders, but the stockholders will lose 
heavily. Judge Lemert estimates their 
probably loss at fully 50 per cent. Their 
stock was bought at $120. “If the deals 
now under way are not stopped by the 
courts, the stockholders stand to lose 
about all they invested,” said Superin- 
tendent Lemert yesterday. 

Judge Lemert outlined the conditions 
leading up to the present situation as 
follows: 

“The first impairment, discovered in 
December, 1999, was about $26,000. 
Then the Columbus Securities Compa- | 
ny, formed by officers of the casualty | 
company and a few others, was organ- 
ized to exchange stock in the casualty 
company, borrow money on it, and then 
turn it into the original company. The 
incorporation, under the laws of New 
Jersey, was made by W. U. Cole, S. D. 
Hutchins, Tod B. Galloway, Frank R. 
Shinn and Emory J. Smith. The at- 
torney-general held this to be illegal. 

“Prior to this opinion, the casualty 
company claimed to have transferred 
$70,000 to the securities company. Af.- 
ter the opinion, the company reported 
that it had ceased the transfers. The 
stockholders of the company, it was re- 
perted, appointed Messrs. Shinn, Horst 
and Hutchins trustees to pledge 650 | 
shares of Columbus casualty stock with | 
a bank in New York to raise $26,000. | 
The amount was raised and donated to 
the company. A certificate of deposit 
was taken from the bank where the | 
loan was made. 

“an examination of the condition of} 
the company as of April 30 showed an 
impairment of $12,000, and that the | 





spent in taking up the loan, and 
claimed to ‘have raised the amount thus 
used at the Hungarian-Amer- 
ican bank. The officers gave as se- 
curity 650 shares of Columbus stock. 
In order to get the ioan they were 
forced to deposit $35,000 in the bank. 
They were enabled to do this by selling 
Columbus waterworks 4% per cent. 
bonds at a loss of $1,820. The certifi- 
cate of deposit they received bore inter- 
est at 3 per cent., if the money was 
left in the bank three months. In the 
same connection, O. R. Farrar, now 
president and manager of the Colum- 
bus Securities Company in Philade:- 
phia; J. F. Allen, of New York, and 
an associate, purchased Smith’s stock 
for $21,000. 

“The insurance department isued an 
order Sept. 2 for the Casualty Company 
to withdraw all money in New York 
banks, to bring it to Ohio, and to invest 
it according to law. The company also 
was instructed to adopt resolutions 
severing all connectioas with the Co- 
lumbus Securities Company. It agreed 
and promised to do ihese things, but 
did not. 

“The company has been in financial 
straits the last two months, and was 
compelled to sell four $1,000 4.2 per’ 
cent. bonds to pay a loss on the death 
of Hocking Valley Engineer Milburn 
It sold the bonds in place of drawing 
on the New York deposits. An exam- 
ination was begun last Thursday morn- 
ing and continued to Saturday morning. | 
The department examiners were un-| 


able to get access to the vault in which 
the company’s securities were kept 
until Saturday. Minutes of a meeting 
of stockholders of Sept. 17 showed that 
a motion was offered to cancel the $50,- 
000 bond of Treasurer Shinn, but did 
not show its disposition. An official of 
the company, however, told me the mo- 
tion carried. Minutes of a meeting, 
held either Sept. 23 or Sept. 24, showed 
a motion by Dr. Cole, that the treas- 
urer be instructed to forward to J. F. 
Allen, of New York, certificates of de- 
posit for $35,000 on the Hungarian- 
American bank (one for $30,000 and 
one for $5,000), a third for $12,360 on 
a bank at Luverne, Ala., and a fourth 
for $4,000 on a bank at Norwich, Conn. 
Allen at that time had $10,000 in his 
possession, for what purpose I do not 








Assurance Corporation, Limited 
The original and leading Liability 
Insurance Company in the World 

LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buiiding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 








T. J. FALVEY, President 


Newark, N. 





INCORPORATED UNDER MASSACHUSETTS LAWS 


Massachusetts Bonding «Insurance Company 
Home Office, BOSTON, MASS. 


New York Office, 27 Pine St. 
BALLARD McCALL, Resident Vice-President 


JOHN GIBLON, General Agent 


Surety Bonds « Burglary Insurance 


JOHN T. BURKETT, Secretary 


J. Office, 797-708 Firemen’s Building 








97 to 1 
Capital and Surplus......... 


Liability. 


ROBERT J. HILLAS, Vice President and Sec. 
FRANK E. LAW, 2nd Asst. Secretary 


THE FIDELITY AND CASUALTY COMPANY 


CEDAR ST., NEW YORK CITY. 


ES esis el a RR ee, - $9,607,864.46 


Losses paid to June 30, 1910 
This Company grants insurance as follows: : 


Bonds of Suretyship for persons in positions of trust, Fidelity Bonds, Burglary, 
Plate Glass, Steam Boiler, Fly Wheel, Employers, Public, Teams, Workmen’s 
Collective, Elevator and General Liability ; Personal Aceident, Health Physicans’ 


OFFICERS 
GEORGE F. SEWARD, President 


FREDERICK RB. JONES, 4th Asst. Secretary 


3,378,053.64 
PEAT ToS 33,065,866.09 


HENBY CROSSLEY, Asst. Secretary 
GEORGE W. ALLEN, 8rd Asst. Secretary 





nual statement, showing the condition 
as of Dec. 31, was false In many par- 
ticulars. It also showed that a loan) 
of $10,000, without security, had been 
made to the Columbus Securities com- 
pany, but $5,000 of the $10,000 was re- 
turned within five days. The other $5,- 
000 was taken up by S. D. Hutchins, 
who gave a note for it and pledged as 
security stock in the Empire Casualty 
Company of West Virginia, which was 
not then doing business, and has not 
done business for two years. I com- 
pelled this note to be taken up. 

“A sworn statement of the condition 
of the company as of June 20, showed 
an impairment of $20,600. The insur- 
ance department ordered that this be 
made good by July 25, but the company 
failed to comply. The loan of $26,000 
became due July 31. At this time 
Emory J. Smith brought suit for a 
receiver, after going to New York and 
taking up the loan. He at that time 
owned $21,000 of the capital stock. The 
company paid Smith the amount he 








ACCIDENT ---- LIABILITY - - - - BOILER 
HEALTH --- ELEVATOR - - - AUTOMOBILE 
PLATE GLASS AND BURGLARY INSURANCE 


Prudential Casually Company 


HOME OFFICE, INDIANAPOLIS 





AUTHORIZED CAPITAL - 


ONE MILLION DOLLARS 








LIBERAL CONTRACTS TO AGENTS 



















PE erm 
—— 


SATO Cesena 
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QUARTER-CENTURY MARK. 





Preferred Accident Insurance Com- 
pany Attains Its Twenty-Fifth 
Birthday. 





Twenty-five years ago Kimball C. 
Atwood, secured a charter for the Pre- 
ferred Accident Insurance Company of 
New York and at once began to push 
the organization along the lines which, 
from a critical and intelligent study of 
the underwriting field, he felt convinced 
would secure early and lasting success 

His belief was well founded, for the 
history of the Preferred, from the date 
of its launching until now has been 
one of steady progress. 

Noting the attainment of the quarter- 
century milestone “Indemnity,” the 
Company's organ says: 

“What distinguished the birth of that 
which has now become a corporation 
whose financial success and solidity are 
conceded by the whole country, was the 
fact that its founder (always its man- 
ager, and now its president) had cer- 
tain fixed ideas as to how such a com- 
pany could be started and conducted 
on lines looking to strength and per- 
manency. Never once have these fun- 
damental principles been lost sight of 
or abandoned. Variations there have 
been, of course, to keep pace with the 
ever-changing need of an ever-changing 
time and people. But the “Preferred” 
idea was there in the beginning, it was 
the shibboleth during all this period of 
grand development. A high class of 
policyholders, a high grade of manage- 
ment, conditions which tend ever to 
exalt quality, and by making the com- 
pany prosperous keep the policyholders 
always safe—these are the foundation 
principles on which the Preferred has 
been guided to success. The condition 
of the company, heaithy as an apple 
which is sound from center to circum- 
ference, tens of thousands of contented 
policyholders, in short, a ‘preferred’ 
company, through and _ through—all 
this has justified a ‘thousand-fold the 
wisdom of the plans which have per- 
vaded this institution during its his- 
tory of an even quarter of a century.” 





A GOOD INVESTMENT. 





Stock of National Surety Company 
Selling at $270 Per Share and not 
Easy to Get. 





The time was, and not long ago 
either, when the stock of the National 
Surety Company, of New York, was a 
drug on the market, and could easily 
be purchased at $70 per share. Last 
Thursday ten shares of the institution 
brought $270 per share, and the predic- 
tion is made that before the first of the 
new year, the price will have reached 
$300 a share, and will easily be worth 
the money. 

So much for individuality in business. 
Before W. B. Joyce assumed the presi- 
dency and general management of the 
National the Company was looked upon 
as one of the weaklings of the business 
and its early demise freely predicted. 
In fact, it was an open secret that, al- 
most swamped by claims filed against 
it the concern was ready for reinsur- 
ance, and a proposition to take it over 
was tentatively made by an out-of-town 
competitor. Instead of quitting, the 
directors of the corporation at the earn- 
est solicitation of the late John A. 
McCall, then president of the New York 
Life and chairman of the executive 
committee of the National Surety, con- 
cluded, very fortunately, to turn the 
management over to W. B. Joyce, the 
Company's leading general agent, and 
whose business had always proven 
highly profitable. 

Drastic measures were adopted by 
President Joyce immediately he as- 
sumed the reins of government. Ac- 
cumulated liabilities were speedily 
gotten rid of; new business was had in 
large volume and the fraternity soon 
appreciated the power of the new 
executive. 

To-day the National is a recognized 
leader in suretyship circles. Its field 


force is well selected and works with 
thorough cohesion. The financial stat- 
us of the Company is beyond question 
and the faith that shrewd investors 
have in its future is best attested by | 
the present price at which its stock 
is selling. 





PROGRAM ISSUED. 





Convention of Board of Casualty and 
Surety Underwriters Promises to 
Be Held Next Week. 





On Tuesday next the seventh annual 
meeting of the Board of Casualty and 
Surety Underwriters will be held at the 
Hotel Plaza, New York City. 

The program for the gathering fol- 
lows: 

Program. 
Caving of Roll. 
Reading of Minutes. 
Address of President. 
Report of Executive Committee 
discussion of same. 
Report of Secretary. 

6 Report of Treasurer. 

7 Election of Members. 

8 Appointment of Nominating Com- 
mittee. 

9 Notices of Subjects proposed for 
discussion under 14. 

10 Reports of Standing Committees. 

11 Reports of Special Committees, 
including Committee appointed to at- 
tend the Insurance Commissioners’ 
Convention. 

12 Topics for Discussion— 

Legislative Bureau; Taxation. 

13 Addresses: 

Hon. William H. Hotchkiss, Superin- 
tendent of Insurance of New York. 


oS moto 








ESTABLISHED 1886 THE PIONEER IN ITS LINE 


ASSETS $300,000 


Indiana and Ohio Live Stock Insurance Co. 


—INSURES— 
HORSES, MULES and CATTLE against death from any cause 
Home Office: CRAWFORDSVILLE, IND. 


$100,000 deposited with Insurance Department of Indiana for the 
protection of all policy holders 














The Philadelphia 
Casualty Company 


WALTER LE MAR TALBOT 
President 
eS eferred, Our New Accident Policy is Perfection 
It’s The Policy Your Client Wants 


It’s The Policy That's Easy to Sell 


PERSONAL ACCIDENT, HEALTH, 
LIABILITY, AUTOMOBILE, PLATE 
GLASS AND CREDIT INSURANCE. 





AGENCY CORRESPONDENCE 
SOLICITED 

















Hon. James R. Young, Insurance 
Commissioner of North Carolina. Sub- 
ject: From the Viewpoint of Super-| 
vision. | 

Hon. Silas R. Barton, Auditor Public | 
Accounts of Nebraska. 

A. W. Damon, President The National | 
Board of Fire Underwriters. Subject: 
Responsibility of the Individual. 

Robert Lynn Cox, General Counsel 
and Manager Association of Life Insur- 
ance Presidents. Subject: Modern Co- 
Operative Methods to Meet Modern | 
Tendencies of Governmental Control. | 

Anton A. Raven, President i 
Mutual Insurance Co. 

Hon. George F. Seward, Prestéent | 
The Fidelity & Casualiy Co. Subject: 
Insurance is Commerce. 


14 Discussion of Subjects, notice of! 
which may have been given under 9. 

15 Deferred Business. 

16 Report of Nominating Committee 
and Election of Officers. 

17 Adjournment. 








INSTALLING SAFETY DEVICES. 





Fifty Million Dollars to Be Spent 
in Preventing Loss of Life and 
Injuries. 





Definite standards of safety appli- 
ances to be attached to railway cars| 
and locomotives finally have been) 
agreed upon after nearly a third of a 
century of effort. It is estimated that | 
the proposed changes in equipment will 
cost the railroads about $50,000,000. 

The agreement was reached by a| 
committee appointed last week by the 
Interstate Commerce Commission. 


The Pennsylvania railroad, through | 
its master mechanic, Mr. Gibbs entered | 
objections to the transferring of the! 
hand brake from the right to the left 
side of the cars, and to the placing of| 
four ladders on each car. 

The Interstate Commerce Commission 
was given six months in which to frame 
and make effective suitable standards 
of safety appliances. The order of the) 
commission must be promulgated by | 
October 14. The agreement reached | 
will apply only to new equipment, but 
the commission, from time to time, will 
determine what the standards shall be 
on the present equipment. 





The ** EMPIRE” 
| STANDS FOR 
Aggressiveness 
| Prompt payment of losses 
AND 
Clean methods 





| Agents wanted who are unattached and can produce 
business 





Capital,$500,000 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 








WORTH INVESTIGATING 


THE BIG OPPORTUNITIES FOR AGENTS IN WRITING 


COMMERCIAL and INDUSTRIAL 
Health and Accident Insurance 


Write and get our proposition for Agents and Special Representatives on salary or commission basis 


THE SECURITY CASUALTY COMPANY 
INDIANAPOLIS, IND. 
$100,000 deposited with Auditor of State for Protection to Policyholders 











THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OP NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


PEATE SSE“ cioenr POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 











Health, Credit, Burglary 


LONDON GUARANTEE AND ACCIDENT CO., Ltd 


OF LONDON, ENGLAND 


Head Office _*F. J. Walters 
CHICAGO Resident Manager 
ae ceeesdaie 45-49 Cedar St. 
Fr. W. LAWSON New York 


Gen’! Manager 


Liability, Accident, 





Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Mgrs. , ——__—— 
——New Engiand 





and Steam boiler 


Established 1869. 
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CHICAGO’S FINANCIAL GIANT 





Security Life Insurance Company of America 


W. O. JOHNSON, President, Rookery Bldg., Chicago 


Capital and Surplus Over $1,000,000 








For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 














EMPIRE LIFE INSURANCE COMPANY 


HOME OFFICE 
Peters Building ATLANTA, CA. 


A Strong Southern Legal Reserve Company, 
Operated Along Conservative Lines and Offering 
Exceptional Advantages for High Class Producers. 








The right kind of men can secure the 
right kind of direct contracts in un- 
occupied territory by corresponding with 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 


STOCK SALES MANAGER WANTED 


We are desirous or securing the services ot a thor- 


oughly experienced and practical sales manager who 





can hire and control a large force of stock salesmen. 
We want a man who has a connection and following 





among A-] stock salesmen as well as investors— 





“a live wire” who can infuse life and enthusiasm 





into his sales force. Our proposition is a high-grade 


one and “as straight as a string,” and we will pay 





the limit for a man with similar qualifications. Ap- 





plications can be addressed in fullest confidence to 


The Union National Securities Co. 
of America 


Fiscal Agents for the Farmers National Life 
Insurance Company of America (Organizing) 


HEAD OFFICE, 716--17--18--19 HIPPODROME BLDG. 
CLEVELAND, OHIO 














THE WESTERN STATES LIFE INSURANCE CO. 


SAN FRANCISCO 
CAPITAL - - “ - $1,000,000 


Has been granted license for the sale of Insurance in California and Washington. 
Other Western States will be immediately opened. 

Issuing the most attractive line of policies ever offered. 

Now is the time to negotiate very desirable District and State Agency Contracts. 

Men who want to move to the great and prosperous West, and line up with a Live 
Enterprise, surrounded by boundless resources and possibilities should write to 


PRATT & GRIGSBY, General Agents, SAN FRANCISCO « an Neve ia 
ri y ieai i eneral Agent State of Washington and Alaska 
All territory west of the Mississippi River) 605 Colman Bldg., Seattle, Washington 
FRANK A. WERNER, LOS ANGELES 


L. S. ADAMS 
Genera! Agent, Southern California and Arizona 


General Agent, State of Utah 
520-23 Security Building, Los Angeles, Cal. 527-28 Newhouse Bldg., Salt Lake City, Utah 














FIRE ASSOCIATION eaainnmeiemeana P A 


Office: Company’s Building, 407-409 Walnut St. 
Organised 1817. Incorporated 1820. Charter Pepetual. 
Cash Oapital, $500,000. Assets, $7,301,261.56, 
B. ©. Irwin, Pres. T. Kk. Conderman, Vice-Pres, 
M. G. Garrigues, Sec. and Treas. 
R.N. Kelly, Jr., Asst. Bec. and Treas. 1817 


A GIANT» SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
W. H. GREGORY, President LOUISVILLE, KY. 











John Langham, Jr., President Joseph L. Durkin, Secretary Edward P. Madden, Treasurer 


The Home Life Insurance Company of America 


INCORPORATED 1899 


Policy contracts contain 


me ti? District Managers who] 


DISABILITY CLAUSE 


can produce men and 


Non-Participating Rates business can secure s 


«¢ Ground = Floor’’ con-]| 


Guaranteed Annual Bonuses of 
20 Per Cent. of Premiums 


EXCEPTIONAL GOOD TERRITORY TO BE OPENED UP 


tract. 





ADDRESS 


G. MONTAGU NETTLESHIP, Gen’! Mgr., 416-18-20 Walnut St., Philadelphia, Pa. 


General Agents and]| 








Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





Assets 
Reserve © - 
Oapital - - $300,000 00 
SURPLUS + - $64,374 37 
Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 


$584,482 62 
$201,330 00 




















